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¢ Profitable § © High Turnover 


MANILA 
ROPE RACK 


Complete rope department 
is only 2 sq. feet... 
low, compact unit 


Now you can stock all the popu- 
lar sizes right on this compact 
rack...low inventory and high 
turnover in 2 sq. feet of floor 
space. Connected spools let you 
sell any odd length or complete 
50 ft. or 100 ft. spool units. 
Sizes 1%”, 6”, %e”, 2”, We” 
and 3%4”. This is the modern way 
to handle manila rope. 





- HARDWARE + MARINE + SPORTING GOODS 
NURSERY * FARM STORES * GENERAL STORES 


POLYPROPYLENE ROPE 


Newest, fastest growing 
synthetic rope... 


The newest, fastest growing syn- 
thetic rope on the market. Put 
up on a merchandiser rack that 
gets you into the business at a 
minimum cost and with the low- 
est possible inventory. This is 
the rope your customers will be 
asking for. It’s stronger than 
polyethylene, longer wearing than 
polyethylene, and has the right 
working feel. Rot resistant, acid 
and alkali resistant, low stretch, 
floats, priced competitively... 
solid braid polypropylene. 


Rack is only 24 inches high and 
takes up less than one square 
foot of counter or shelf space. 
Sizes %”, 4”, 3%”, Ye”. Rack 
is FREE with your initial order 
for 4 or more spools. Also avail- 
able in larger put-ups. 


MARINE 
ROPE CENTER 


* Low Inventory * Low Cost 


Minimum Space Merchandising Display 


Now you can get a share of the 
fastest growing trade today... 
the big business in marine sup- 
plies and accessories. Watch the 
boats go by...and be sure they 
buy their Marine Cordage from 
you. This new Marine Rope Rack 
(FREE) contains 100% Polyethyl- 
ene Braided Yellow Rope, 100% 
Nylon Braided Rope and Vinyl 
Coated Tiller Cable. All fast mov- 
ing items. 

The rack is only 24 inches high 
and takes up less than one 
square foot of counter or floor 
space. 

Here’s a really low cost, low 
inventory, easy way to get into 
the marine rope business. 





ANCHOR ROPE 
STARTER CORD 
SKI TOW ROPE 


107 DUANE STREET * NEW YORK 8, N. Y. 


NYLON 
MERCHANDISER 


Puts you in the nylon rope 
business fast...low cost 


The King Cotton No. 5050 Mer- 
chandiser is a complete nylon 
rope department only 24 inches 
high and less than 1 foot square. 
Rope sizes are Ye”, %,”, 4” and 
5., your choice as to size assort- 
ment on the 4 reels. Display rack 
is FREE with your order for 4 or 
more spools. This is a fast mov- 
ing number and very profitable. 
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You can increase your Fall 
paint sales with Hyde “Take It 
Off and Put It On” Paint Tools. 
A complete, full line not made to 
sell at give-away prices with no 
profit to you. Hyde’ has the top 
quality line of tools that are pack- 
aged and merchandised to produce 
sales and good profits. Hyde tools 
on display sell themselves to your 


paint customers. 


ORDER FROMYOUR WHOLESALER 


HYDE MANUFACTURING CO. 
SOUTHBRIDGE, MASSACHUSETTS 


ee 





HYDE hltic 


7; PAINT REMOVER Ny 
“4 








QUESTION: 


WHAT ONE FEATURE OF THE 
BURNS TILLER MAKES IT THE 
BEST IN THE OUTDOOR POWER 
EQUIPMENT MARKET! 


MEET US AT THE 


NATIONAL HARDWARE SHOW fA ‘ 
McCormick Place, Chicago 
Oct. 2-6 é 


PY ANSWER: 


BURNS 
LIFETIME \ f 
GUARANTEED” soe 
TRANSMISSION <3 


. BECAUSE it is the only tiller on the market 


today with this transmission guarantee! 


Rap =) AOV-WOL-) Moye cic betobtele Mott Vit a me-beloMettt-ba-teb coe! 
performance make Burns Tillers the easiest 
and fastest to sell, for dealers everywhere! 

Other customer-winning features are: 


@ EASY FINGERTIP CONTROLS 

@ 3-HP BRIGGS AND STRATTON ENGINE 
@ EXCLUSIVE DEPTH CONTROL BAR 

@ ACCESSORY GROUP 


FOR MORE FACTS ON 


North America’s Finest Tiller 
WRITE — 


BURNS MANUFACTURING COMPANY, INC. 


LOUISVILLE, GEORGIA 
A SUBSIDIARY OF DRAPER CORPORATION 
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Weldwood announces 





New Penetrating Wood Sealer-finish 
helps you tap 3 big markets— 
for more sales, more profit! 


A DANISH-TYPE A SUPER-TOUGH A SEALER FOR 
OIL FINISH FLOOR FINISH ALL WOODS 


Less work! New Deep Finish Firzite® pro- | Outwears surface wood finishes! Deep Fin- 
duces a beautiful Danish-type ‘‘hand- ish Firzite penetrates the wood fibers— 
rubbed” effect without laborious rubbing. producing a low-luster finish that wears 
Just brush on, wipe off! with the wood. 


Perfect sealer like its famous predecessor, 
Clear Firzite. Deep Finish Firzite helps pre- 
vent grain raising or checking on paint or 
varnish work, “wild grain’’ with softwoods. 


United States Plywood Dept. HW 9-61, 55 West 44th St., New York 36, N. Y. 
ORDER TODAY . ‘ 


—get two extra pints Retail Value Merchandise one 00 C) BILL ME [) BILL MY JOBBER 
FREE, plus wood (includes free goods) . 

samples, and display Dealer Cost — 

unit — 15%” wide, New Deep Finish Firzite. 24.30 


” ” 4 gals., 6 qts., 4 pts 
8%” deep, 30” high. (4g q pts.) (JOBBER’S NAME WHERE NECESSARY) 


Company 


PLUS THESE FREE EXTRAS 


1. Two pints Deep 
Finish Firzite 


WE LD WwO 0 D 2. Eye-catching self- 


contained display unit 
WOOD FINISHES 3. Three real wood 


samples 





= 
| 
| 
| 
| 
| 
| 
Dealer Profit . : 
| 
| 
| 
| 
| 
| 


Products of United States Plywood 


PE RUN enn MERI Ne PARE OF LIE SOLE ATE 
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Editorial Comment 
Business Trends in the West 


Washington News for Westerners 
by David R. Heinly 


New Products 


Atmosphere Sells Giftwares 
Idaho dealer finds separate partition rooms create 


“atmosphere” that sells unrelated high quality items. 


You Can Create a Favorable Image in Your Local Schools 
How a small dealer can include elements of corporations’ 


multi-million dollar PR programs in his own campaign. 


Winning Goodwill in a New Community 
Portland, Ore., dealer found he had purchased a 
store but not its customers as well. Read how he 


won over the "old residents.” 
Precaution . . . Best Fire Prevention 


Show and Convention Section ; 
California Gift Show Buyers See Brisk Fall-Winter Sales. 
Baker & Hamilton Holds 5th "Bakerama.” 
Upturn in Sales Noticed at S. F. Gift Show. 


Westerners Finish 7th Annual Builders Hardware School 
Free Literature 

News for Westerners 

Schedule of Conventions and Shows 

These Western Dealers Are Keeping Up To Date 

In Memoriam 

Index to Advertisers 


Western Wholesalers’ Directory Supplement 





CONTENTS 





Clean — CF«I Nails are chemically cleaned so they are com- 
pletely degreased. 


Hold Firmer — Because CF«I Nails have no grease or lu- 
bricant left on them, they hold firmer. 


Sharp Points —CF«lI nail points are cut clean, then 
rumbled to remove any “whiskers”. They drive easily. 


Easy To Handle— They are packaged in layers so you 
can literally “grab a handful”. 


Save Storage Space— As CF«lI Nails are layer packed, phd 


the new cartons are smaller, saving storage space. They still The Colorado Fue! and tron Corporation 
Denver + Oakland 


contain the same accurate, standard weights. Sales Offices in all Key Cities oxen, 
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Let Them Buy It... From You 


Are you chasing prospective buyers out of your store? 


If you, or any of your salespeople, are going around the store asking 
customers, “May I help you?” you might be chasing dollars into your 
competitor’s cash register. 


It has been my experience that most persons, particularly women, com- 
plain about this greeting. Most of their reasons are the same... it makes 
them feel they are not welcome as browsers. 


If there is anything you want to encourage it is browsing. Everybody 
who enters your store should be made to feel welcome to stay all day if 
they want. The more people see, the more they will buy. Certainly there 
are some persons who may want “quick service” at one time or another. 
However, if anyone shows the desire to linger, don’t discourage it. 


In fact, you should encourage browsing. Here are a few tips on how to 
do it: 


(1) Give a friendly greeting to all persons entering your store, 
such as, “Would you like to browse, or may I help you?” 


(2) See that your store is set up for browsers .. . all items, par- 
ticularly impulse merchandise, should be on open display and price- 
marked. 

(3) Use all point-of-sale material. Make up your own signs for 
particular items if necessary to point out features that are not notice- 
able. 

(4) Help browsers locate new products in your store by identify- 
ing them with some kind of marker. 

(5) Let everyone in your trading area know that you want brows- 
ers. Use advertising and /or signs in the window and around the store. 

(6) Special promotions to encourage browsing would be helpful. 
You might put on a special contest. Mark 10 items in different de- 
partments with a number or identifying mark, like a star. Each per- 
son who finds all 10 would receive some premium, such as a ball point 
pen. 


Browsers will buy it today if they see it. Let them find it at your store. 
You can be sure that they will come back again to look . . . and to buy. 


Will Cheon 





BUSINESS 


TRENDS IN THE WEST 


improvement in Business in West 
Predicted by Employment Gains 


Business conditions in the West are showing 
a definite upward trend, according to latest in- 
formation on employment. 

Reports available for the first half of 1961 
indicate an improvement in both total employ- 
ment and in non-agricultural jobs. 

These figures give additional support to the 
general opinion of economists that business, in 
both the West and in the U. S. as a whole, is en- 
tering a period of sustained growth. 

Some typical employment figures for Western 
states follow: 

California—Total employment for June is up 
one per cent over 1960 for a total of 6,177,000. 
This is 82,000 over the month of May, 1961. 

Oregon—Employment rose 23,000 between 
May 15 and June 15, as compared with a rise of 
15,200 for the same period in 1960. June em- 
ployment was only 3600 below the all-time high 
reached in Sept. 1959. 

Washington—Seattle metropolitan area em- 
ployment for June was 468,700 as compared 
with 461,400 in June, 1960 . .. Spokane unem- 
ployment was down to 6600 in June and a late 
report for July shows it down to 6400. Total 
employment in July was 75,400. 

Wtah—July, 1961 employment in Utah totaled 
271,400 non-agricultural jobs. This exceeded 
July, 1960 by 3600 and was 2000 over June, 1961. 

Colorado—Total employment was 700,420 for 
June, 1961. Non-farm employment was 598,580, 
which was a 7.4 per cent increase over the same 
period of 1960. 

Wyoming—First quarter report for Wyoming 
shows an increase in employment of 1.5 per 
cent over 1960. 

Nevada—Non-agricultural employment is up 
1.4 over May, 1960. 


Construction Activity Improves 


Building activity in the Western states ap- 
pears to be improving faster than the rest 
of the country. 

Experts look for a 4 percent improvement 
in construction in 1961 over 1960 for the na- 


tion as a whole. However, construction in 
California in June was up 7.5 percent over a 
year ago. Residential building gained 10.6 per- 
cent. The value of the June building activity 
was $342 million. 

Building permits in Oregon were up $2.5 mil- 
lion in June over a year ago. 

The 1962 World’s Fair in Seattle has stim- 
ulated construction in that city. Building in 
the first half of 1961 was valued at $99.5 mil- 
lion, as compared with $98 million in the same 
period of 1960. 


Western Retail Sales Gain in July 


Retail sales in Western department and ap- 
parel stores in July were up 5 percent over a 
year ago. 

California stores showed the largest increase, 
with a gain of 6 percent, according to prelimi- 
nary reports covering the Twelfth Reserve Bank 
District. 

The San Diego and downtown Los Angeles 
areas showed a 10 percent gain, the largest in 
the state. 

Northern California reported an improvement 
of 8 percent, while Southern California was 
ahead 5 percent. 

Pacific Northwest, Utah and Southern Idaho 
were up 3 percent. 


Western Trend Indicators 


Of the nation’s 310,000 home swimming pools, 
46 per cent are in the West. California leads 
with 111,350. The Northwest accounts for 12,250, 
while the Southwest and Mountain states have 
19,350, according to the National Swimming 
Pool Institute . . . Southern California needs 
over a million jobs by 1970 to take care of the 
expected newcomers. New firms needed to supply 
these jobs will be hard to get started in Cali- 
fornia if the State doesn’t alter its tax structure 
thinks Joseph C. Shell, Assemblyman from the 
58th District . . . California wholesalers of toys, 
games and fireworks were second to New York 
with $40 million in sales in 1958. 
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Still retails for only 
$4 25 


50 ft. size 


t oheth tine every time 


makes @ perfec 





STRAIT-LINE CHALK LINE REEL & PLUMB BOB 


new design...new easy-to-sell features 
new packaging ...best value pricing 


Precision made ... fewer parts e Lifetime nylon slide-fill opening e New self-serve hang-up box 
Self-chalking ... easy action reel Easier to fill without spill 
Durable aluminum alloy box ~ Reversible line guides 


™ Stock: No. 125-50 — 50 ft. line, 
eo 
Leak-proof ... practically damage-proof e Self-locking plated handle 
4 
s 


No. 125-100 — 100 ft. line. 

Packaged: One to Hang-Up display box, 
144 to shipping container. 

Weight: 5 Ibs. per dozen. 


Fits the pocket ... fits the hand Hold-tite plated anchor ring 
Sure-grip design ... easier to hold Doubles as plumb bob 








STRAIT-LINE MICRO-FINE CHALK 
for all reel type chalk line boxes 


Packaged in new easy-fill cylinder 

type containers, 12 to display carton. 
Gives up to 5 times more marking 

power. Choice of 4 colors: Dark blue, 

dark red, yellow and white. 

Stock: No. 125B — Blue, No. 125R — Red, 
No. 125Y — Yellow, No. 125W — White. 
Packaged: 12 one ounce cylinders per display 
carton; 48 cartons to shipping container. 
Weight: 1 Ib. per display carton of 12. 


Also Available in 1 Ib. cylinder containers 
and 5 Ib., 25 Ib., and 50 Ib. fiberboard drums. 


STRAIT-LINE TITE-SNAP CHALK LINES 
for all reel type chalk line boxes ¢ 50 ft. and 100 ft. lengths 


Tight and true snapping action. Highest 
tensile strength cord. Extra resilient, 
longer lasting. Individually packaged 
in durable polyethylene bag, 6 lines 

to display carton. 

Stock: No. 50 — 50 ft. line, 

No. 100 — 100 ft. line. 

Packaged: 6 per display carton; 

24 cartons to shipping container. 

Weight: 1 Ib. per dozen. 








New all the way through 


Now build extra volume and profits with 
this new line-up of Strait-Line products. 
Made by Irwin. Made to Irwin’s high 
quality standards. Made easier to sell 
with new designs, new packaging, new 
display cartons, new merchandising 
support. Big and growing market 
includes the home handyman, floor 
covering and tile installers, painters, 
carpenters, paper hangers, roofers, con- 
tractors, builders, lathers and plasterers ; 
brick, mortar and stone masons. 


Order from your Irwin wholesaler today 


The Irwin Auger Bit Company 
at Wilmington, Ohio, USA, Since 1885 


makes a perfect chalk line every time 
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Extr’ Valves 


to offer your customers 
moo. 42K 


7-shot, clip magazine 


BEAUTIFUL, 5 LB. CARBINE 
WITH EXCLUSIVE HINGED FORE-END 


@ Two-position, hinged fore-end can be ® “Magic”, 3-way 7-shot magazine ad- g Receiver grooved for scopes, 
used either in “up” or “down” position justs instantly to load Short, Long or sling swivels on left of stock 
....great aid for accurate aiming. Long Rifle cartridges... EXCLUSIVE. with web strap. 


The clip automatics 

that shoot all 3 popular 

lengths of 22 cartridges 
nove. SIOK 


7-shot “Sporter” 


22 CAL. 

ModE. SILK 
7-shot, 5-pound Carbine 
with hinged fore-end 


taadeo” 


All prices shown are retail Fair Trade. 


SEND FOR CATALOG-—Shows these and the follow- 


; ing exciting new Mossberg models—two Targo guns 
Sadlleds sieiiaanth’ OSs e and traps for miniature “clays,” new 22 cal. Magnum 
diathiieis euite” carbine, new “Palomino” lever action carbine and 
two new youth models—a 22 cal. target rifle and a 
for accuracy 410 ga. shotgun. 
0. F. Mossberg & Sons, Inc., 11709 St. John St., New Haven 5, Conn. 
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WASHINGTON 


N EWS FOR WESTERNERS 


By DAVID R. HEINLY ¢* Chilton News Bureau, Washington, D. C. 


Western Housing Markets Booming, 


Sectional Fight Over Silver 
New Programs Aid Do-It-Y ourselfers 


Western hardware dealers can expect to ride 
the crest of the current housing boom for some 
time to come. Increasing sales of builders’ hard- 
ware, supplies and tools are virtually assured, 
even over the coming winter months. 


Government housing experts have been say- 
ing for some time that 1961 would be a boom 
year for the Western construction industry. 
Nationwide, they’ve predicted some 1.32 million 
new homes would be built by year’s end. 


Industry spokesmen have been even more op- 
timistic. Westerners say building will increase 
50 per cent over last year for most Western 
states. 


Even more important for dealers is the sharp 
increase in spending by homeowners on repairs, 
remodeling and household do-it-yourself 
projects. 


The U. S. Census Bureau says that in the first 
three months of the year, every $10 spent on 
new home construction was matched by $7 spent 
on improvement of older homes. Normally, 
spending on upkeep and improvement increases 
over the remainder of the year. 


One of the factors sure to affect the do-it- 
yourself market is the 1961 Housing Act. Under 
the new law, the Federal Housing Administra- 
tion has authority to insure improvement loans 
of up to $10,000 maturing in 20 years. As home- 
owners take advantage, sales of tools, paint ma- 
terials and supplies will increase. 


Dark cloud is, of course, the international sit- 
uation. Outbreak of “limited’’ war would bring 
immediate government controls on prices, wages 
and distribution. Short of war, a wave of sudden 
inflation or “scare” buying could touch off high- 
er interest rates and curbs on consumer credit. 
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A red-hot legislative dog fight shapes up in 
Congress over the question of silver prices. 
Easterners, led by Senator John Pastore, D., 
R. I., want a lower price for East Coast user- 
manufacturers. Westerners would like to see the 
price go up for their mining interests (Four 
Western states produce 87 per cent of our sil- 
ver). They are dead against a price drop. 


Easterners want the fixed federal price (91 
cents per ounce) repealed. They figure this 
would allow the price to seek its own level, pre- 
sumably lower. 


Westerners want the Treasury to stop selling 
silver, forcing users to buy entirely from pri- 
vate producers. This, they figure, would drive 
the “free” price up, benefiting Western miners. 


There has been a lot of talk in Congress 
this year about Western mining of both silver 
and gold. Despite little action so far, Westerners 
will press even harder next year for legislation 
favoring mining and related interests. 


Uncle Sam to Subsidize Prospectors 


Western prospectors in search of gold and 
silver may now call on the government for a 
grub stake. New regulations issued for the U. S. 
Department of Interior’s Office of Minerals Ex- 
ploration now permit the government to lend 
a prospector up to 50 per cent of his expenses 
while exploring for gold or silver. 


If the prospector hits pay dirt, he repays 
the loan. If he can’t make a strike, he can for- 
get the loan. The plan is likely to spark renewed 
interest in minerals exploring, and fresh sales 
of camping and prospecting equipment for 
Western hardware stores. 
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PRODUCTS 


HERE IS LATEST INFORMATION ON NEW AND IMPROVED MERCHANDISE 
YOU CAN SELL. FOR MORE INFORMATION CIRCLE NUMBER ON INQUIRY 


HOUSEWIVES WILL LOVE these 
two aids to neater homes. Wet boots 
dry on a ventilated rubber mat with 
heavy molded rim to prevent dripping. 
Unbreakable bathtub vanity holds lo- 
tions, etc.—Rubbermaid Inc. 

For Details Circle 100 on INQUIRY CARD 


HOSTESS WITH THE MOSTEST 
rolls serving cart to guests and then 
converts it to a buffet table. Walnut 
grain enameled steel shelves are heat, 
chip and stain resistant. — Hamilton 
Cosco, Inc. 

For Details Circle 101 on INQUIRY CARD 
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MAIL SIGNAL saves trips to box. 
Rain or shine, the yellow square pops 
up when mailman has put something 
in box. Approved by the post office, it 
can be attached to existing box.— 
Mail Signal Co. 
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BEST FEATURES of upright and 
tank type cleaners are combined in 
this model. Use upright for carpets, 
then remove suction plate and connect 
attachments for drapes, upholstery, 
etc.—Eureka Williams Co. 
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FIRE-GLO PORTABLE FIREPLACE 
comes complete with screen and grate. 
The heavy gage steel fireplace is cov- 
ered with satin black silicone finish. It 
will hold up to a 20-in. log.—Metallic 
Arts. : 
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SOLVE FLOOR CARE PROBLEMS 
with two tools. Polisher has attach- 
ments to clean rugs or floors, buff and 
wax. Lightweight sweeper cleans bare 
floors, carpets or upholstery.—Gen- 
eral Electric Co. 
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ELIMINATE STARTING AND 
HOLDING nails with NAIL-FAST, 
automatic hammer. Impact of blow 
drives nail and feeds another into 
place. Drives up to 60 nails per load- 
ing.—Applied Design Co. 
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NO NEED TO POLISH the solid 
brass frame holding the tempered 
glass firescreen. Fixture features 
double wall frame, dual draft controls 
and folding French doors.—Portland- 
Willamette Co. 
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BRASS PLATED SPIRAL center- 
piece can be used for fruit or floral 
arrangements. It stands 7! in. high, 
7, in. wide, 13 in. high. Tray is solid 
metal.—Andre Pierre Div., Keen In- 
dustries, Inc. 
For Details Circle 108 on INQUIRY CARD 
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QUALITY HAND TOOLS being in- 
troduced include line of eight ham- 
mers and a three-piece tool kit to re- 
move and replace rivets. Tool kit ends 
mower sickle bar replacement prob- 
lems.—P&C Tool Co. 
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NO-STICK SPRAY is designed to 
eliminate drudgery of washing cooked- 
in materials from oven and utensils. 
Maker says it is not a cure-all, but 
an aid to make cleaning easier. — 
Deveon Corp. 
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MIX BATTER RIGHT TO EDGE of 
the bowl. All-purpose beater is en- 
larged to fit four-quart oven-ware 
bowl. Mixer has full line of accessories 
available. — KitchenAid Electric 
Housewares Div., Hobart Mfg. Co. 
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LIFE-TIME GUARANTEE backs up 
this “Old Time” pocket knife. The 
handle, four-in. long when closed, is 
of Meerchaun Bone.—Schrade Walden 
Cutlery Corp., Div., Imperial Knife 
Associated Companies. 
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NOW IN VARIED SIZES, this “vani- 
tory” mirror is offered in four widths. 
Doors slide freely on moisture-proof 
plastic tracks. Interior is white baked 
enamel.—F. H. Lawson Co., Bathroom 
Products Div. 
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MODERN VERSION of old fashioned 
whistling teapot holds two cups of 
water. Polished aluminum kettle has 
heat resistant handle. Use it for tea 
or instant coffee.—Aluminum House- 
wares Co., Inc. 
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GIVE INVENTORY 


Oxco #25 Household Brush 
Merchandiser . .. versatile unit that 
displays and sells 25 leading brushes 
«+. eye-catching centerpiece for your 
cleaning supply department ...stands 
alone, fastens to wall or column. 


Oxco #12 Household Brush 
Merchandiser ... condensed version 
of #25 unit for moderate volume 
stores ... same flexibility but features 
twelve fast movers in the Oxco 
household brush line... #12 or #25 
a must for stepped up brush volume. 


Oxco Floor Sweep Display +2 
++. concentrates tested assortment of 
h hold and ¢ cial sweeps in 
one profitable place . .. displays 
sweeps and handles... reserve stock 
kept in same unit... a dollar-getter 
for hardware stores. Sweeps and 
prices in accordance with NRHA 
Turnover Handbook, 





#25 Household Brush Merchandiser 


SEE OXCO AT BOOTHS #413-414 
NATIONAL HARDWARE xCoO THE LINE THAT 
> 4 OX FIBRE BRUSH COMPANY, INC. MOVES 


s Frederick S22+shed /f8¢ Maryland 
McCormick Place 


CHICAGO 
See our line in HARDWARE RETAILER CATALOG SERVICE 
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PROBLEMS THE BRUSH-OFF WITH THESE 


Oxco Merchandisers 


Still trying to figure out how to handle your house- 
hold brush and sweep inventory? Where to display? 
How to display? What happened to that half dozen 
sweep handles? What brushes move best? How 
many to carry? How to turn a real profit on brushes? 


Oxco Merchandisers give you the answers . . . come 
complete with proven, volume-selling assortments 
. » . organize brushes and sweeps into easy-to-stock, 
space-saving, eye-catching displays. Your inventory 
is concentrated for easiest control, maximum sales. 


Floor Sweep Display #2 





Problems go down, profits go up, with brushes, 
sweeps, and related cleaning supplies all working 
together for a concentrated sales push. 


Want to see how it’s done? Talk to your Oxco 
Jobber or write for our free folder, “‘How to Mer- 
chandise and Display Cleaning Supplies for Profit’’. 
Like the Merchandisers, the Oxco cleaning supply 
merchandising program was developed in coopera- 
tion with and approved by the NRHA Merchan- 
dising Laboratory. 


mae nig 
4 
coast O8 sume o> 


‘* Guaranteed by > 
Good Housekeeping 
Vane roxio 24s sors WIT 
APPROVED 
MERCHANDISING 


PROGRAM #12 Household Brush Merchandiser 
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Add needed closet space 
to any house — easily installed, 
low-cost, last a lifetime! 


For the most efficient use of closet space, 


KV (loset 
FIXtUres 


more and more builders and homeown- 
ers are specifying K-V Closet Fixtures. 
Built to give a lifetime of service, K-V 
Closet Fixtures are easily installed and 
keep clothes tailor-fresh. Ask your K-V 
representative about this complete 
quality line or write for our catalog. 











K-V 8 Adjustable Closet Bar. Fully adjustable, hangs more 
clothes more neatly. Four stock sizes, 18” to 72”, fit all closets 
up to 96” wide. Durable, low-cost, lasts the lifetime of the 
house. Easily installed. Bright nickel finish. Hangers can be 
placed on bar or in nylon glides. 








K-V 9 Snap-in Nylon Hanger Glides. Any woman who ever 
had to straighten out hangers in a closet will appreciate these 
smooth-riding nylon hanger glides designed so they can be 
snapped into inner bar even after bar has been mounted. 





K-V No. 2 Extension Closet Rod. The most widely accepted 
closet rod on the market. Especially designed to add more 
hanging space to closets too shallow for a K-V Clothing 
Carrier. Five sizes, 18” to 96”, to fit all closets up to 120”. Bright 
nickel-plated finish. Easy to install. Will not sag under heaviest 
clothing weight. 


No. 1 Cisthing Carrier Virtually 
doubles hanging space in any 
closet. Carrier floats on ball-bear- 
ing rollers. Installed under closet 
shelf. Bright nickel-plated finish. 





No. 3 Garment Bracket Holds six 
or more garments on coat hangers. 
Installed along length of closet or 
door, making use of otherwise 
wasted space. Bright chrome finish. 





No. 724 Portable Loop Shoe Stand 
Holds 9 pairs of shoes neatly and 
compactly — on individual loops. 
Easy to assemble, takes up little 
space. Bright chrome finish, 





No. 550 Trouser and Skirt Hanger 
Each individual clamp arm holds 
a skirt or a pair of trousers. Unit 
attaches to closet wall or inside 
closet door, Bright chrome finish. 


KNAPE & VOGT MANUFACTURING COMPANY, Grand Rapids, Michigan 


Manufacturers of closet and kitchen fixtures, drawer slides, adjustable shelf hardware, sliding and folding door hardware, Tite-Joint fasteners and Handy Hooks for perforated board. 
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“| didn’t know how important merchandising could be 
until | set up a ZZoxel hardware department” 


says HENRY HESS 
HESS LUMBER COMPANY 
PINE ISLAND, MINNESOTA 











With National’s new Hardware 
Department Sign Kit, you can de- 
partmentalize your standard wall 
fixture into an attractive, sales- 
producing display. Kit includes 
twelve plastic signs, mounting 
clips, layout sheet, identification 
and stock control tags, and a color- 
ful 30-in. hardware sign. Dealers 
and their customers alike can 
now easily locate each item and 
desired size of National Visual-Pac 
builders’ hardware. 


National hardware is packaged for greater 
eye-appeal... buy-appeal. Picto-graphic 
cartons, decimal-packed for easier inven- 
tory control, have a “tell-all’” label that 
shows exactly what’s inside. The Visual- 
Pac line offers you the broadest selection 
of builders’ hardware available anywhere 
in self-service packages. Join the swing to 
National ... hardware that is packaged 
for today’s busy, merchandising-minded 
retailer. Write for details on how to get 
this sign kit free. 


» 
* y * 


NATIONAL MANUFACTURING CO. 


16109 First Ave. Sterling, Illinois 
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NEW OPTIONAL REEL FEATURE 
MAKES TUBBS ROPE 
MERCHANDISING RACK MORE 
VERSATILE THAN EVER 


TAKES ONLY 35 INCHES 
OF FLOOR SPACE... 

HOLDS 160 LBS. ROPE 

TYPICAL DISPLAY COMBINATIONS 





POLYETHYLENE 

















cy. k&*S & [Ce] 


self-serv coil-ette ready-measured 


YOU RS 10 USE New last year, Tubbs Rope Merchandising Rack now offers a newer optional feature 


— rope reels — another profitable way for you to display and dispense Tubbs Cordage 


products. Manila, Nylon, Dacron, Polyethylene and Polypropylene rope is available 
FO i REATER S ALES in this put-up in sizes from %,” dia. through %” dia. For dealers who prefer to display 


just cartons and coils, the two reel spindles can be easily removed to allow full use 


of all four shelves. 
WH EN YOU BUY Your order of $100 or more of Tubbs Rope will start this rack selling in your store. 


Order now from your distributor and your rack and rope will be shipped prepaid 


+100 OF ROPE direct from the factory at once. Or write to Dept. H., 
MAIN OFFICE: 200 BUSH ST., SAN FRANCISCO 4, CALIF. 
OTHER OFFICES: SEATTLE * PORTLAND * LOS ANGELES Ld CORDAGE 
NEW ORLEANS * HOUSTON * CHICAGO » NEW YORK COMPANY 


MILLS AT SAN FRANCISCO AND ORANGE, CALIF.; SEATTLE, WASH. 
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‘Like a lot of other products | buy, 


S re ee tiv 
|) " ie. 
| specify good old USA sal South , : 
brand names because | can always of 
rely on the consistent quality and availability of products 7 cco . pp me 
that are here to stay. That’s why Southern is my fastener.”’ 


Contact your service-minded Southern Distributor, or write 


Southern Screw Company, P. O. Box 1360, Statesville, North Carolina. 


Warehouses: New York »Chicago - Dallas - Los Angeles 


WOOD SCREWS STOVE BOLTS - MACHINE SCREWS & NUTS 
TAPPING SCREWS - CARRIAGE BOLTS - WOOD DRIVE SCREWS 
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Some manufacturers have a small line of garden tools 
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USS is a registered trademark 


a but not USS | Every model, type, size, and style you could want is in the new USS Golden 
Grain Garden Tool line. This is the line that gives you more and more 
and more profit. Why? Because no tougher, sturdier, or more handsome 
tools are being made. Because they're competitively priced. So why don’t 
you handle the best line, the most complete line, the most profitable line: 
USS Golden Grain Garden Tools. 


United States Steel Products 
Division of 
& This mark tells you a product United States Steel 


is made of modern, dependable Steel. : ’ 
5100 Santa Fe Ave., Los Angeles, Calif. » 1849 Oak St., Alameda, Calif. 
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Atmosphere Sells Giftwares 


Three Years of Experience Have Proved That a Private Area 
Helps to Create Atmosphere of Quality . . . New Section Has 
Become Headquarters for Bride's Gifts In Town of 15,000 Popu- 
lation... A Special "Bride's Display" Makes it Easy for Sales 
People to Show Bride's Selections of Dinnerware and Silver. 


BIG SIGN denotes gift area. The front part at left of photo, shows decora- 
tive ware and in the foreground are gourmet foods and barbecue acces- 
sories. Dinnerware and other gift items are beyond entryway under sign. 
Partition runs from sign to back of store. 


THE "CURRENT BRIDE" gets her selection of dinnerware, glassware, silver- 
ware, etc., displayed on a special table in an alcove of gift department. 
Card is placed on table to show name of bride. Other dinnerware patterns 
are shown on shelving. Decorative vases are displayed on ledge above. 


Se J 


ATMOSPHERE is a most effec- 
tive tool for merchandising gift- 
wares. This is particularly true 
when high quality items are car- 
ried as is the case at Dingle Hard- 
ware in Coeur d’ Alene, Idaho. 

It is difficult to create the proper 
atmosphere in an area of all types 
of unrelated merchandise. This was 
the dilemma faced by T. H. Dingle 
in setting up his new giftwares de- 
partment three years ago. 

Some nine months earlier, fire 
had virtually destroyed the old 
hardware store. In setting up the 
new one, Dingle and his partner, 
Carter Crimp, had twice as much 
display area at their disposal. 

Of the 10,000 square feet of 
main floor sales area, they decided 
to devote about 2500 to display of 
giftwares. They located this de- 
partment at the east end of the 
store. 

“Following the fire, we expanded 
our giftwares to an inventory of 
$25,000 to $30,000,” Dingle ex- 
plained. “Since we did not want to 
mix this merchandise in with hard- 
Ware or even housewares, we de- 
cided to partition it off from the 
rest of the store. 

“Actually, we only partially par- 
titioned it. This wall begins more 
than 20-feet back from the front 
of the store. There is plenty of 
space at the back allowed for traf- 
fic to circulate between depart- 
ments there. Altogether, the parti- 
tion is not over 50-feet long. 
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Dingle Hardware 
Coeur d’ Alene, Idaho 


Partition Gives More Display Room 


“Nevertheless, this is sufficient 
to clearly separate giftwares from 
the rest of the store, giving us the 
opportunity to create a definite 
atmosphere of quality. I think it 
has been a factor of importance in 
the sales increase that we have 
noted.” 

The partition has likewise cre- 
ated additional wall display space, 
both in giftwares and in appli- 
ances, which adjoin it. 

The store carries a good assort- 
ment of top quality giftwares. This 
includes several franchised lines of 
dinnerware, flatware and crystal. 
The store now carries a good as- 
sortment of linens as well, to tie 
in with the other franchised lines. 

Even so, inventory is not limited 
to high priced merchandise. Peo- 
ple of Coeur d’Alene, a city of 
about 15,000, have only average 
earning capacities. Many can af- 
ford only the lower priced items. 
Consequently, the store maintains 
a good assortment of giftware in 
the $1 to $5 category. 

Sales volume now requires the 
services of two full-time women 
employees. Mrs. Dingle works part- 
time here and does the buying as 
well. 


“Bride’s Display” Proves Popular 


Addition of sterling silver flat- 
ware as well as linens, has enabled 
the store to round out its assort- 
ment of giftwares for the bride. 
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GOURMET CORNER is part of gift area. Special canned goods and spices 
are displayed on wall. Card table supplies are on gondola in foreground. 
Wrapping papers are shown on wall section at left. 


ENCLOSED SECTION of the gift area (looking toward rear) shows how 
lamps are displayed at top of wall sections. Beautiful vases are shown 
on the ledge above dinnerware department at right. Linens are displayed 


on center tables. 


Mr. and Mrs. Dingle have also 
worked out some new methods of 
handling the bride’s register which 
are time-saving for both sales 
woman and customer. 

Place settings for each of the 
brides who have registered at Din- 
gle’s are placed on a table in a 
secluded part of the giftware sales 
room. Each setting has a repre- 
sentative showing of the china- 
ware, flatware, crystal, and linens 
selected. An adjoining table is 
available if more spaces are re- 
quired. 

In addition to the place setting, 
there is a card with the names of 


bride and groom written on it. 
Also listed here are the patterns 
for the categories selected. 

In addition, there is attached to 
the bottom of the dinner plate by 
(cellophane) tape another card. 
This one lists prices by trade name, 
of all the principal items such as 
dinner plates, cups and saucers, 
teaspoons, knives, etc. 

Besides this card, there is placed 
under the plate a 4 x 6 inch file 
card on which each item is listed. 
Next to each listed item is indi- 
cated the quantity that has already 
been purchased. Date of the wed- 

(Continued on page 48) 
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You Can Create a Favorable 
Image in Your Local Schools 


ONE MIGHTY IMPORTANT 
PUBLIC for a hardware retailer 
to reach in an effective public re- 
lations program is the schools. 
This includes all grade levels— 
elementary, high school and col- 
lege; and all types of public and 
private, profit and non-profit 
schools and colleges. 

Here are some ideas you may 
be able to use to expand your pub- 
lic relations program in the school 
area: 


SCHOLARSHIPS 


Several large corporations have 
full-time public relations personnel 
working on their scholarship pro- 
grams. These firms award thou- 
sands of dollars in educational as- 
sistance to deserving youth in all 
parts of the country. Obviously, 
these firms would not continue 
these scholarship programs unless 
there was a good return public 
relation-wise for the money, time 
and effort expended. 

Your business may not be large 
enough to afford to award many 
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scholarships. However, an award 
of only one or two $50 or $100 
scholarships to top students in 
your community will give you good 
local public relations. 

To maintain a good image in 
your community, you will probably 
find it advisable to have outsiders 
select the student to receive your 
scholarship. Then, in case the final 
selection of the student or students 
is not popular with some people, 
there is no reflection on your bus- 
iness. 

Scholarships provide a natural 
vehicle for publicity in the local 
press. This can be spread out over 
several months starting with the 
announcement of the scholarship, 
the selection of the judges for 
the competition, and the announce- 
ment of the award. 


TOURS 


Students have a natural curi- 
osity about what makes things tick. 
A behind-the-scenes picture of your 
business can do a great deal to 
improve your public relations 


standing in your community. 

Tours that bring students to 
your firm take on a serious note. 
The students have been in the habit 
of thinking in a serious manner 
about school subjects and the tour 
is a part of their training. They 
will be observant, ask intelligent 
questions, and talk favorably about 
your business when the tour is 
over. 

Faculty members need and want 
first-hand information about local 
firms to use in class work. A tour 
of your firm, a dinner, and a dis- 
cussion will not be very expensive 
in relation to the value of your 
total public relations program. 


TALKS 


Some businessmen are a little 
reluctant to make a talk to a 
school group. They remember the 
way teachers made critical re- 
marks about the speeches they 
gave when they were in school. 
But, times have changed. You are 
an authority on your business and 
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have earned the right to talk about 
it to any group of people. 

Most schools have _ regularly 
scheduled faculty meetings. The 
program chairman of these meet- 
ings has a problem getting some- 
thing interesting organized for the 
session. If you will volunteer your 
services for something of this kind, 
you will be contributing to your 
total public relations program in 
a most effective way. 

Weeting with a class in school 
is a welcome opportunity for the 
teacher to relax .. . and for the 
students to learn something new. 
As an authority, you will be well 
received and create a favorable im- 
pression of your business in the 
minds of your student listeners. 


BOARDS 


A successful businessman needs 
to serve on various boards to pro- 
vide a well-rounded public rela- 
tions program for his business. 
Serving on charity boards is good, 
but you can reach the school pub- 
lic with the same amount of effort 
by serving on educational boards. 

Many colleges and universities 
have Advisory Boards made up of 
local business leaders. In addition 
to the prestige you receive on these 
boards, you can contribute guid- 
ance and inspiration through this 
phase of your public relations pro- 
gram. 

Serving on the School Board 
may be a thankless job in some 
respects. However, you will be 
associating with other successful 
businessmen in your community. 
You will become better known and 
recognized in a favorable way... 
good public relations for your bus- 
iness. 


EMPLOYMENT 


In addition to improving your 
public relations program, you can 
utilize students and faculty for 
employment. This can consist of 
part-time employment of students 
during the school year and during 
the summer months. 

Summer vacation replacements 
present a problem for most busi- 
nessmen. Teachers with three 
months summer vacation may pro- 
vide an answer for qualified people 
to work for you. It will give you 
an opportunity to improve your 
public relations program in your 
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A Sign of Good Business 


Acme Hardware 
Los Angeles, Calif. 


BUSINESS, THANKS to a new 
and unusual sign, is very good! 

For several years, bathroom fix- 
tures have been an important de- 
partment at Acme Hardware Co., 
Los Angeles. Sales of merchandise, 
however, were not as great as ex- 
pected. 

But now they are. For now on 
the face of the building is a large 
neon sign, announcing: 

POWDER ROOMS 
decorax 


This sign is pulling in customers. 
Many of them have never been in 
the store before and many live out- 
side of Los Angeles. To these cus- 
tomers items are being sold—items 
which would not be sales except 
for the sign. 

A large percentage of the cus- 
tomers are women. The wording, 
Powder Rooms, has more appeal 
to them than does, Bathroom Fix- 
tures. 

So what’s in a name? Business! 





community with this influential 


school group. 


PLAQUES 


Business firms have made 
awards to outstanding athletes for 
a number of years. This reaches 
one segment of your school public 
and gets you plenty of newspaper 
publicity on the sports pages to 
augment your public relations pro- 
gram for your business. 

There are other accomplishments 
that might warrant some type of 
plaque for students. For instance, 
it might sound too simple, but a 
plaque for the best speller might 
put more emphasis on this impor- 
tant educational quality .. . and 
because it is so unique it would 
attract as much space (if not 


more) in the local newspaper as 
a plaque for the best football 
player. 

Plaques are usually displayed 
in some prominent place in the 
school. This gives you day-in and 
day-out publicity for your public 
relations program. And, if your 
plaque has space for winners each 
year for five or 10 years you will 
have a permanent attention-getter 
in the school or college at a most 
nominal cost. 

You have an important stake in 
the schools of America. Here peo- 
ple are forming opinions that may 
last the rest of their lives. A good 
public relations program incorpor- 
ating these ideas will reach this 
group and help them form favor- 
able opinions about your business. 
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1 a 
WALTERS HARDWARE 





WALTERS HARDWARE OCCUPIES THIS BUILDING IN A SMALL NEIGHBORHOOD BUSINESS SECTION. 


Winning Goodwill in a New Community 


IT HAS BEEN SAID before in 
many different ways, but still bears 
repetition: the way to a customer’s 
pocketbook is through his heart. 
Other things being approximately 
equal, the hardware dealer who is 
on friendly personal terms with his 
customers will gain a much larger 
share of their business. 

Friendly personal relations are 
not always easy to establish. This 
is especially true when a store 
changes hands. When Mr. and Mrs. 
Robert Guy of Portland, Ore., ac- 
quired their Walters Hardware 15 
years ago they found this to be 
true. 

“We bought an old store estab- 
lished in 1887, in an old neighbor- 
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Walters Hardware 
Portland, Ore. 


hood,” Mrs. Guy relates. ‘We 
wanted to make friends with the 
store’s established customers, not 
just because it was good business 
but because we wanted to get bet- 
ter acquainted with the people of 
the area in which we were going to 
earn our living. 

“We also felt it was just good 
manners to greet people in a 
friendly way when they came into 
the store, and to thank them when 
they bought something from us. 

“Apparently, though, a number 
of the old-time residents looked 
upon us as though we were in- 
truders with whom it was a neces- 
sity to deal. Some of them simply 
declined to answer. And when we 


thanked them for a purchase, they 
just looked startled. 


Maintain Friendly Attitude 


“It wasn’t too easy to maintain 
a consistently friendly attitude un- 
der the circumstances, but we did. 
It wasn’t too long before the thaw 
set in. Today, many of those older 
customers—of whom there are still 
quite a few—would feel hurt if we 
failed to greet them.” 

Old-timers of the district also 
expressed feelings of gratitude on 
the occasion of the remodeling of 
Walters Hardware in 1953. 

“‘When we held open house in No- 
vember of that year, a number of 
them came up to us and told us 
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Dealer Tells How He Overcame Resistance From 


Community . . . And How Goodwill Was Main- 


tained Once It Was Won 


how much it meant to them to see 
this demonstration of confidence in 
their district,” Mrs. Guy said. 

In that year, the owners had 
moved out of their original store 
to one that they built right next 
door. This measured 70x100 ft, 
and had a sales room 70x75 ft in 
size. 


Remodeling Brings More Space 


Again in 1956, the owners re- 
modeled their store by installing 
all new display fixtures and making 
some other improvements. 

One such improvement was in- 
stallation of linoleum over the bare 
concrete floor. Another was gen- 
eral widening of aisles by use of 
narrower display islands. Where 
the old fixtures were four feet 
wide, present ones are only three 
feet wide and have just as much 
display capacity. In fact, they are 
even more effective sales units 
since they place the merchandise 
within easier viewing and handling 
distance of customers. Installation 
of this type of island increased 
the average width of store aisles 
to four feet. This encouraged bet- 
ter circulation of traffic throughout 
the entire store. 

Today, the Foster Road district 
in which the store is located is still 
a small neighborhood business sec- 
tion. Many of the residents of the 
area are successful farmers, others 
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MRS. GUY gift wraps a package. Wrappin 


desk is 


near store entrance and giftwares section (rear). 


are working people who prefer 
rural living. 

However, due to expanding res- 
idential needs of the Greater Port- 
land Area, the district is in the 
process of being converted prim- 
arily to a suburban residential 
district. Population has increased, 
and so have new suburban shop- 
ping centers within easy driving 
distance. 

In the face of these changing 
conditions, Walters Hardware has 
maintained a good sales position. 
Present volume requires a staff of 
four individuals including Mr. and 
Mrs. Guy. An attitude of personal 
friendliness in a modern, well-dis- 
played store has contributed to 
that success. So have several other 
factors. 


Good Housekeeping Is 2 Must 


“Our store is now eight years 
old, and it could show its age if 
we let it,” Mrs. Guy says. “The re- 
modeling helped a lot, and so have 
good housekeeping procedures. 

“We know we have to compete 
with these new, shining shopping 
center hardware stores, and the 
only way we can do that is to 
keep our store clean and well-dis- 
played at all times. It’s mainly a 
matter of realizing the importance 
of keeping a clean store, and try- 
ing to see it through the critical 
eyes of your customers.” 


Relocation of the wrapping coun- 
ter to the front of the store be- 
hind the entrance has been an ad- 
vantage to them, the owners say. 
They can more easily greet people 
as they come into the store, and 
can watch out for shoplifters. The 
arrangement also makes it easier 
for customers who prefer to wait 
on themselves. 

In this neighborhood in particu- 
lar, though, customers have not 
taken too readily to self-service; 
and the owners have adjusted their 
own sales techniques accordingly. 
Many of their customers do a lot 
of the jobs around their homes 
themselves, but they are still 
amateur mechanics at most of 
these jobs. 

They therefore require consider- 
able sales assistance in suggesting 
use of materials. The best way to 
serve them, Mrs. Guy believes, is 
to engage them in conversation 
and find out what kind of project 
they have in mind. Since they know 
the merchandise better than the 
customer does, they can then sug- 
gest items and materials that cus- 
tomers would not think of for 
themselves. They can also antici- 
pate customer needs, and tell him 
about certain materials that will 
be needed at each stage of a job. 


Giftwares Help Raise Volume 


Shortly after they acquired the 
store, the owners expanded sub- 
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stantially the giftwares and hous:- 
wares departments. Together, these 
now account for approximately 
one-third the total store volume. 
They are displayed in the left front 
corner of the store. 

Besides several franchised lines 
of dinnerware and crystalware, 
Walters Hardware now offers a 
wide variety of general gift mer- 
chandise. The owners follow the 
principle of carrying an assortment 
of unusual items not normally 
available elsewhere. They watch 
turn-over closely, but also make 
it a rule to carry a certain number 
of slow-turning items, in very lim- 
ited quantity. This has established 
for them a reputation as “the store 
that has everything.” 


Effective Advertising 

The owners combine two adver- 
tising media effectively: the print- 
ed broadsides furnished by their 
principal supplier and advertising 
in the district newspaper. 

The broadsides are very effec- 
tive, they say, and they send out 
five to six mailings of these per 
year, sending 5000 to 6000 copies 
each time. The price specials ad- 
vertised are offered at those prices 
over a 10 day period. 

“We also find it useful to take 
a good deal of advertising space 
in our weekly newspaper as well,” 
according to Mrs. Guy. “This news- 
paper circulates to 10,000 people 
in the area and gives us good cov- 
erage. 

“In addition, this medium per- 
mits us to advertise specials out 
of our own stock including some 
items that we wish to clear. When 
we use a broadside furnished by 
the supplier, on the other hand, 
we have to buy additional mer- 
chandise to supply the demand it 
will create. Sometimes, the de- 
mand doesn’t equal the supply and 
we find ourselves with items that 
do not have much appeal to people 
of this neighborhood. But this is 
a minor disadvantage compared 
to the beneficial results.” 

The owners keep their stock 
clean of slow-moving items by the 
medium of a half-price sale shortly 
after the first of the year. This 
January clearance is a particularly 
effective way of clearing away 
giftware items that have not sold 
well. 
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"THE STORE THAT HAS EVERYTH 


IN 


“3 4 


G" reputation was gained by care- 


fully studying inventories. Note the varied merchandise displayed. 


LINOLEUM (foreground) was installed over bare concrete. Store traffic 
was improved by using three-foot wide islands to obtain wider aisles. 


GIFTWARES and housewares were expanded in 1953. Sections, along left 
and right aisles, account for about one-third of total store volume. 


_—— 
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Precaution .. . Best Fire Preventive 


Santa Cruz Hardware 
Santa Cruz, Calif. 





NATIONAL FIRE PREVEN- 
TION WEEK falls on October 8- 
14 this year. It comes each year 
as a reminder to everyone that fire 
causes extreme waste besides be- 
ing dangerous to life. 

This article is presented as a re- 
minder to hardware dealers that 
they should check any possible fire 
cause in their buildings, particu- 


larly in paint departments. 
Periodically we receive news 
clippings about fires in Western 
hardware stores. The majority of 
the fires start either in the paint 
department or from some type of 
paint supply item somewhere upon 
the premises. Check your store 
today and be sure it is not one of 
next year’s casualties EDITOR. 





MANY PAINT DEPARTMENT 
items are highly inflammable. They 
can, under certain conditions, be 
as touchy as bombs. Occasionally, 
though, the potential lethal nature 
of paint products is forgotten. 

At 11:50 on a recent spring 
morning the peacefulness of down- 
town Santa Cruz, Calif., was shat- 
tered by two thunderous explo- 
sions. Two empty 50-gallon lacquer 
thinner drums at the rear of the 
Santa Cruz Hardware had ex- 


View 


i 


' 


: fe. é 
7 
." aki 


5 ig 
» 


wf, 


INSIDE—At rear of store scorch marks of the fire can 
be seen. Store was filled with smoke. Business goes on 
as usual as co-owner Jack Martin waits on customer 
while damage to windows is being repaired. 
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ploded. Santa Cruz firemen arrived 
in time to cool a third full drum 
which was on the verge of explod- 
ing. 

Charles Petrie, a Santa Cruz 
Hardware clerk, was standing close 
to the entrance of the paint de- 
partment when the explosions oc- 
curred. “I thought that we were 
being bombed when I heard the 
explosions and saw the windows 
break,” he relates. 

Luckily the fire was put out 


w 


al 


rom 


quickly and no one was injured. 

Although it was impossible to 
really determine what caused the 
explosions and fire, it was believed 
to have been caused by empty gal- 
lon jugs concentrating the rays of 
the sun much like a magnifying 
glass, according to Santa Cruz 
Fire Chief, Jack Sinnott. He has 
recommended to owners Jack Mar- 
tin and C. K. Wenzel that a lean-to 
roof be built to cover the storage 
yard. 

Damage of the Santa Cruz Hard- 
ware fire was kept to a minimum 
because the owners had stored the 
inflammables in a spot where 
they’d do the least harm if they 
did catch fire. Even with the good 
storage facilities, however, there 
was a change that would have 
added to the safety factor ...a 
lean-to roof. 

Some paint products can be as 
touchy as bombs—it’s a thought 
worth remembering. 
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OUTSIDE—Two lacquer drums exploded in storage yard 
causing rear of store to become scorched. Windows 
were also blown out. Workman is installing new glass. 
Lean-to was built to cover area. 
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SHOW and CONVENTION SECTION 


California Gift Show Buyers 


Foresee Brisk Fall-Winter Sales 


Some 8081 buyers flocked to the 
53rd California Gift Show held in 
Los Angeles July 23-28. This set 
a new record for the 27-year-old 
trade show. There were also more 
exhibitors than in any previous 
July show. 

Murray R. Carr, House of Paper, 
Inc., show chairman, reported that, 
“Comparing notes with exhibitors 
and buyers it was clear that this 
show marked what seasoned ob- 
servers regarded as a milestone in 
the number of new and beautiful 
items available. It is a consensus 


that this new and better merchan- 
dise, coupled with a clearly vigor- 
ous attitude by buyers towards the 
prospects for a booming Fall-Win- 
ter season, probably made this one 
of the better order writing shows 
in recent history.” 

George Fenneman served as 
master of ceremonies during the 
Gift Show Buyer’s Breakfast on 
July 25. He was Groucho Marx’ 
partner on TV for 14 years and 
now has his own show. 

Bob Ringer was speaker at the 
Breakfast. Ringer, a sales train- 


7 We oe 


HAPPIEST BUYER at the 53rd California Gift Show was John O'Connell! (Center, left photo) 
of Candles of La Jolla (Calif.) store. He was presented with Mexico City airline and hotel 
reservations by TV star George Fenneman (right), who was master of ceremonies. Represent- 
ing Western Airlines is Jane Mowry (left). In the photo at right, Burton S. Klein, Burton S. 
Klein Co., Los Angeles, used a tape recorder to speed order writing during the show. 
Orders, such as the one from Mrs. Dan Wilmot of Wilmot's Hardware, Roswell, N. M. (left), 


were dictated into the machine. 


DISPLAY-ON-POLE sets off hang- CHAPEAUX DE BOWS made of 


ribbon bows could be a new fashion. 


ing baskets of flowers. 
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CIVIL WAR reproductions are pop- 
ular this centennial year. 


ing authority, told the audience, 
“The older I get in sales training 
the more thoroughly am I convinced 
that there is nothing—absolutely 
nothing—your customers can’t af- 
ford. If they want it, they’ll buy 
it. Your job: make them want it. 

“You think I’m wrong? I pro- 
mise you I can go into any depart- 
ment store in these United States 
and go through any department. 
A nice little salesgirl will ask ‘may 
Ihelp you?’ and I'll say ‘no thanks, 
I’m just looking’ and do you know 
what ?—she’ll let me look! 

“Nothing could be more wrong. 
When they say ‘I’m just looking,’ 
say ‘fine,’ pick up the nearest item 
and say ‘here, madam, look at 
this!’” 


Another note of success for the 
show came from Charlotte Klein- 
berg, president of the Gift and Art 
Club. Mrs. Kleinberg said that 
more than 400 guests were enter- 
tained at the club’s annual buyer 
party held at the Beverly Hilton 
Hotel. 

Trade Shows Ltd., which man- 
ages the Gift Show, announced the 
next show will be held January 21- 
26, 1962, at the same locations in 
Los Angeles. 


WALL DECOR ITEMS are bright 
and brassy in this huge display. 
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Baker & Hamilton Holds 5th “Bakerama” 


BAKERAMA of 1961 opens with Wake- 

field Baker (right), president of Baker 

and Hamilton, taking a look at some 

news items in the permanent house- 

wares display room along with Junius 
Alrick, sales manager. 


s 


PHONES don't work. They are on 

display with clocks designed to match 

their colors as Henry Hofmann, vice 

president and general manager, dis- 
covers. 


er, ~ 
A NEW FRY PAN is shown to Wakefield 
Baker, Jr. (right), executive vice 
president of Baker and Hamilton, by 
John S$. Sandoval, regional represen- 
tative of Sunbeam Corp., while James 
E, Horsman, Sunbeam, looks on. 
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The 5th Bakerama was held by 
Baker & Hamilton, hardware 
wholesalers in San _ Francisco, 
August 6-9. 

About 200 dealers attended the 
show during four-day run. Many 
came with their families. Total at- 
tendance was nearly 700 persons. 

Dinnerware, glassware and gift- 
wares were shown at the perma- 
nent display in the main building. 
Housewares and electrical appli- 
ances were shown in show type 
booths in the lunch room area. 

The show was staged by Herman 
Winkler, china and glass buyer, 
and David Hart, manager of house- 
wares and electrical appliances. 


WOODWARE selection attracts buyer. 

James Sigman (right) is new manu- 

facturers' representative for Wood- 

pecker Wood Ware line in Northern 
California. 


LIGHTWEIGHT CHAIR is shown by 
Alrick to Larry Adams (left), co-part- 
ner of Rouge River Hardware, Grants 
Pass, Ore. Store is increasing sales 
of specialty furniture. Firm was start- 
ed in 1899 and modernized last year. 


SALES PITCH, the old-fashioned type, 

is being given by Jackson E. Spain 

Northern California representative of 
S. W. Farber Inc. 








Upturn In Sales Noticed at S. F. Gift Show 


Low inventories caused an in- 
crease in attendance and also an 
upturn in order writing at the re- 
cent San Francisco Gift Show, ac- 
cording to show management, The 
show was held Aug. 6-9 at Brooks 
Hall, the Sheraton- Palace, St. 
Francis, and Sir Francis Drake 
Hotels, and the Western Merchan- 
dise Mart. 


Many new items were shown, 
particularly from domestic manu- 
facturers. The show is sponsored 
by Western Merchandise Exhibi- 
tors, Inc. of San Francisco. They 
also sponsor similar shows which 
were held subsequently in Port- 
land, Seattle and Spokane. 


(Continued on page 30) 





Upturn In Sales Noticed— Cont. from Page 29 


CHRISTMAS buying time is none 
too soon in August. 


for saleability. 


TIME FOR TEA cup and saucer BISON carved in wood is judged MECHANICAL DOG walks out in 
inspection by buyer. 


aisle to attract buyers. 





Eight Westerners completed their 
respective courses at the 7th An- 
nual Architectural Hardware In- 
stitute held at Ohio State Univer- 
sity, June 11-17. 


The Western students were: 
Basic Course—Richard aA. Craig- 
head, P. O. Moore, Inc., Garden 
Grove, Calif. Intermediate Course 
—Eugene L. Colombini, R. & J. 
Company of Santa Rosa, Inc., San- 
ta Rosa, Calif. Advanced Course— 
E. John Butler, Rio Grand Lumber 
Co., Salt Lake City, Utah; Thomas 


A SCHOLARSHIP STUDENT, Robert Dominquez (center), is 
receiving his certificate from Ohio State University advance 
class in architectural hardware from E. B. Veihmeyer, AHC, 
president of the Society, while D. A. Severino, assistant 
Dean, College of Education, Ohio State University, looks on. 
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Westerners Finish 7th Annual 


Builders Hardware School 


J. Keehan, Contract Builders Hard- 
ware, Arcadia, Calif.; John A. 
Marks, Walnut Creek Hardware, 
Pittsburg, Calif., and Robert Do- 
minquez, Contract Builders Hard- 
ware, Inc., El Monte, Calif. Man- 
agement Course—Donald E. Coop- 
er, Grigg Building Supplies, Pasco, 
Wash., and Grant L. Matthews, 
National Wholesale Building Ma- 
terials, Sacramento, Calif. 

These Western hardware people 
were part of 133 students who 
completed their courses. There 
were six scholarship award win- 


ll. 


ners at the Institute. Seven were 
awarded but one was absent due to 
illness. Two Westerners received 
scholarships. They were: Thomas 
J. Keehan, Contract Builders Hard- 
ware, Arcadia, Calif., and Robert 
Dominquez, El Monte, Calif. 


The 8th Annual Architectural 
Hardware Institute will be held on 
June 10-16, 1962. It will again be 
sponsored by the American Society 
of Architectural Hardware Consul- 
tants and will be held at Ohio State 
University. 


GROUP STUDY AND DISCUSSION was carried on in the 
students dormitory rooms in the evening. Seated in back 
of desk is Westerner Grant L. Matthews, National Whole- 
sale Building Materials, Sacramento, Calif. The students 
from all over the United States took their one-week course 


seriously. 
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FREE 


Literature 


SEND FOR THIS HELPFUL DATA BY CIRCLING NUMBER ON CARD ON PAGE 32 


AQUA-PURE HOT WATER FIL- 
TER AND FILTER CARTRIDGE 
bulletin was prepared by The Cuno 
Engineering Corp., Consumer Prod- 
ucts Div. The filter, No. P12, can be 
installed on any % in. pipe. Manu- 
facturer claims the filter, when in- 
stalled after the hot water tank, com- 
pletely filters out rust, iron, scale, 
algae, silt and all other suspended 
matter. 

For Details Circle 200 on INQUIRY CARD 


PARK SQUARE LITECRAFT bro- 
chure, four-pages, punched for binder 
insertion, illustrated, three-colors, is 
published by Litecraft Manufacturing 
Corp. Brochure shows how basic hous- 
ings can be used to accept any one of 
several new face frames and shield- 
ings. Diagrams illustrate how fixtures 
can be installed in new or existing 
ceilings. 

For Details Circle 201 on INQUIRY CARD 


FULL-VU DOOR CATALOG, four- 
pages, three colors, illustrated, is of- 
fered by Leigh Building Products, Div. 
of Air Control Products, Ine. The 
company catalog lists and illustrates 
12 improvements in their Full-Vu 
Door line. A complete price list ap- 
pears on the last page. 

For Details Circle 202 on INQUIRY CARD 


CONVERSION FACTORS WALL 
CHART is published by Precision 
Equipment Co. Not only does it list 
such common conversions as inches 
to centimeters or watts to horsepower 
but many difficult to locate conver- 
sions such as cu. ft to liters, quintal to 
lbs., ete. 

For Details Circle 203 on INQUIRY CARD 


HEXACON ELECTRIC SOLDER- 
ING IRONS, catalog sheet, four- 
pages, three-colors, photographs, lists 
Hexacon Electric Co. products. Photo- 
graphs show each model of iron. Or- 
dering information is stated briefly 
_ below each photo. 

For Details Circle 204 on INQUIRY CARD 
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“UTILITY LIGHTING IN DECOR- 
ATIVE DRUMS BY MOE LIGHT,” 
eight-pages, illustrated, three colors, 
is available from the Moe Light Div., 
Thomas Industries Inc. Booklet intro- 
duces new series of flare - shaped 
drums. Light curves and coefficient 
tables accompany each drum type and 
size. 

For Details Circle 205 on INQUIRY CARD 


“DISCOVER PROFIT PLUS WITH 
OLYMPIC STAINED PRODUCTS IN 
61,” by the Olympic Stained Prod- 
ucts Co. is now available to retail 
store owners. The sales manual gives 
detailed information about Olympic 
stains and pre-stained cedar sidings. 

For Details Circle 206 on INQUIRY CARD 


“TWICE THE POWER WITH 
CUSHMAN TRUCKSTERS,” full 
color, eight-pages, is available from 
Cushman Motors, a subsidiary of Out- 
board Marine Corp. Complete details 
on gas and electric Trucksters de- 
scribe models ranging from hauling 
equipment to golf carts. 

For Details Circle 207 on INQUIRY CARD 


TOWN AND COUNTRY mail-box 
catalog sheet, printed both sides, full 
color, line drawings and photographs, 
is offered by the Southern Fabricators 
Corp. Page shows zinc-coated mail- 
box and colors available. 

For Details Circle 208 on INQUIRY CARD 


“ELECTRIC INFRARED RADI- 
ANT HEAT,” four-pages, two-color, 
illustrated, is published by Fostoria 
Corp. The brochure explains and 
shows uses for infrared radiant heat. 

For Details Circle 209 on INQUIRY CARD 


TRANSO COLLECTION SYSTEM, 
two sheets, four colors, line drawings, 
describes a series of collection re- 
minders prepared by the Transo En- 
velope Co. Five different systems are 
offered and prices are given for each. 

For Details Circle 210 on INQUIRY CARD 


“BUILDING THE RIGHT REPU- 
TATION,” Marketers Aid #69, is 
published by the Small Business Ad- 
ministration’s Management Methods 
Div. The booklet points out the four 
basic steps firms can take to create a 
desirable public image. They include: 
determining the desired reputation 
for the firm; plans to strengthen the 
reputation; telling the firm’s story 
consistently and in varied ways; and 
researching the firm’s markets and 
customers. The booklet can be obtain- 
ed free of charge from the agency’s 
offices in Denver, Colo., Salt Lake 
City, Utah, Helena, Mont., Seattle, 
Wash., Phoenix, Ariz., San Francisco 
and Los Angeles, Calif. 


“COLOR HARMONY FOR 
HOMES,” 16 pages, full color photo- 
graphs or drawings on every page, is 
produced by Bruning Paint Co., Inc. 
This brochure should stimulate cus- 
tomers interest in redecorating and 
thus increase paint sales. Attractive 
full-color photos show room group- 
ings and color schemes. 

For Details Circle 211 on INQUIRY CARD 


“CLIMB A-BOARD YOUR AD- 
JUST-A-RAIL ROAD,” eight pages, 
two-color, photos and line drawings, 
is published by Adjust-A-Rail Co. 
Booklet is designed to inform sales 
personnel of the features of the 
ornamental wrought iron railings. 
Photos show correct method of in- 
stalling rails. 

For Details Circle 212 on INQUIRY CARD 


RED JACKET GENERAL CATA- 
LOG, loose leaf, three-ring binder, 
illustrated, is published by the Red 
Jacket Manufacturing Co. Tabbed di- 
viders separate sections. Colored cut- 
away illustrations show pump fea- 
tures. Price list pages for each pump 
are inserted in section with the cata- 
log pages. 

For Details Circle 213 on INQUIRY CARD 
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Do floor nails 
rip into your 


Holt demountable 
drum cushion keeps 
rental sander 
always working 


For rugged 

rental trade. 
Only Holt Streamliner 8 
Floor Sander 

exhausts dust thru 
removable handle. 


When you rent Holt sanders you have the profitable advantage of 
patented demountable drum cushion that you can replace on the 
job or in your sicre in a matter of 5 minutes. All you have to do 
when the inevitable damage to cushion occurs, is loosen one nut, 
take off the old cushion, slip on the new one—and you're in 
business again. You don't even remove the drum—just the cushion 
itself comes off. Thus there’s no lost rental while waiting a num- 
ber of days for an exchange drum from the factory, or for a re- 
paired cushion to “set”... no need to tie up capital in spare drums. 


To remove cushicn, 
loosen this nut. 


Slip off old, slip 


4 on new cushion, 


Another exclusive advantage for you is the streamlined design 
of the Holt rental sander. For example, there’s no separate pipe 
for dust exhaust. Dust is carried up thru the handle pipe into the 
dust bag, leaving the machine free of gadgets that catch aid 
break. It’s easy to put into and take out of private automobiles. 
For full details, mail coupon NOW. 
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SALES AND SERVICE CENTERS IN MAJOR CITIES 


) a 9 — C0. 


669 - 20th St., Oakland 12, Calif.; 10702 - 46th St., Tampa 10, Fla. 


272 Badger Ave., Newark 8, N. J. 
HOLT MFG. CO., Dept. K9 


Please send me details on Holt rental machines. 


Name Position 





Firm 





669 - 20th St., Oakland 12, Calif.; 
10702 - 46th St., Tampa 10, Fla.; 272 Badger Ave., Newark 8, N. J. 





Address 





For Details Circle 14 on INQUIRY CARD 


double loop 


There’s a big, complete line of T&S weldless chain 
in all sizes, metals and types including SASH e 
JACK @ SAFETY e@ REGISTER e DOUBLE and 
SINGLE LOOP e PLUMBERS’ LINK e NAVY LINK 
e@ FURNACE e BEADED e CABLE e UNIVERSAL 
@ AND MORE PLUS “S” HOOKS and other 
attachments. 


BCHAING) 


COMPACT, SALES-BUILDER 
CHAIN DISPLAY 


Only 9” wide; 6%” deep; 
17” high 
More facts and prices on 


complete line are yours 
for the asking. 


THE TURNER & SEYMOUR MFG. CO. 
West Coast Representative 
SMITH SALES CO. 


972 South Goodrich Blvd. 


115 New Montgomery St. 
Los Angeles 22, California 


San Francisco 5, California 


For Details Circle 15 on INQUIRY CARD 
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N EWS FOR WESTERNERS 


National Hardware Show Will Feature Store Tours To Be Featured At 
New Products and Plans for Profits Pacific Southwest Retailer Convention 


“Learn what’s new for '62 and plan your 
profits while you do. . .”’ is the theme for the 
16th annual National Hardware Show. The event 
will be held at McCormick Place in Chicago, 
Oct. 2-6, with more than 40,000 buyers from 
every state plus 40 foreign countries expected. 


According to Frank M. Yeager, managing di- 
rector, “The show is a sellout. It will occupy 
every inch of the more than 300,000 square 
feet of display space in Chicago’s spectacular 
$34,000,000 lakefront exposition center.” 


More than 1000 manufacturers of hardware, 
housewares, lawn, garden and outdoor living 
products will be exhibiting their products. The 
show again will feature two divisions with more 
than 100,000 square feet devoted exclusively 
to lawn, garden and outdoor living items. Some 
300 manufacturers will unveil new lines of pow- 
er and hand tools and equipment, garden fer- 
tilizers and chemicals and applicators, seeds and 
bulbs and nursery stock. In addition, fences, 
gates, arbors, outdoor furniture, cooking equip- 
ment, planter and lawn decorations, lawn games 
and play equipment will be on view. 


In the hardware and allied products divisions, 
exhibitors of hardware, housewares and allied 
items will give buyers an opportunity to see all 
that is new at one time and in one place. 


An added feature will be the first annual 
Hardware Packaging Exposition to be held in a 
special section of the show. Winners based on 
technical, functional and merchandising aspects 
will be announced during the show. The Hard- 
ware Packaging Committee of the Packaging 
Institute, which is sponsoring the exposition, 
will make the announcements. 


Regularly scheduled bus service will be main- 
tained between hotels and motels and McCormick 
Place. Buses will leave every 15 minutes from 
9 A.M. until show closing each day. 

Advance registration and information may 
be obtained by writing National Hardware Show, 
331 Madison Ave., New York 17, N. Y. 


SEPTEMBER 1961 


The Pacific Southwest Hardware Association 
will hold their annual convention, Oct. 9-11, at 
Hotel Valley Ho, Scottsdale, Ariz. Otto H. Grigg, 
managing director of the association, announced 
that a store tour in the Phoenix area will be one 
of the featured events. Stores to be covered will 
be Stapley’s, Mesa; L. L. Smith, Phoenix; and 
O’Malley’s Hardware and Lumber Co., Scotts- 
dale. 

Russ Mueller will be the principal speaker 
at the opening luncheon on Oct. 9. On Oct. 10 
and 11 there will be management sessions which 
will feature Doctor Herb Drew. On Oct. 10 there 
will also be a panel discussion of “How I Ex- 
pect To Meet Competition Conditions In 1962.” 

The highlight of the activities for the women 
will be a tour of Valley homes ending with 
Frank Lloyd Wright’s home and a tour of Gold- 
water’s new Scottsdale store. 


California Retail Hardware Men 
To Hold Annual Golf Meet 


The 3rd Annual California Retail Hardware 
Association “Tee” Party will be held at Round 
Hill Country Club, Alamo, Calif. on Thursday 
Sept. 21. The announcement was made by Krue- 
ger Jacobsen, secretary-manager of CRHA. He 
stated that there will be two divisions, one for 
the retailers and one for the suppliers. 

The golfers will vie for the perpetual trophy 
as well as other prizes and trophies. There 
will be a banquet and entertainment in the 
evening. 


Sales Changes at Wyoming Hardware 


Larry Oligmueller has been promoted to the 
position of sporting goods buyer at Wyoming 
Hardware Co., Casper, Wyo. He was formerly 
assistant buyer. F. T. “Steve” Kovacich who 
was sales manager and sporting goods buyer 
has resigned. 

Taking over the responsibilities of sales man- 
agement is Paul J. Manly, general manager of 
the wholesale hardware firm. 
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GREENLEE 
HAND and 
POWER BITS 


Self-service packages! 
Handy Sets! Bring extra 
impulse sales 





Here’s the fast-selling combi- 
nation of auger and power bits 
to meet most customers’ re- 
quirements. Streamlines your 
inventory .. . speeds turnover 
... “packed with buy appeal” 
to bring you the newest, best 
way to display and sell bits. 


GREENLEE SOLID-CENTER 
AUGER BITS 


(Left) in individual Perma- 
Pak for pegboard and counter 
display . . . invites customer in- 
spection, provides permanent 
container after purchase. In 
sets of six with FREE metal 
workbench rack . . . packaged 
in colorful display carton. 








GREENLEE Z/P BIT 
WOOD BORING POWER BIT 
(Right) with exclusive nonslip 
hex shank . . . individually 
carded for pegboard and 

counter display 
Sets of 6 and 11 
bits with FREE 
metal rack, or set 
of 6 in plastic 
roll... packaged 
in colorful dis- 
play carton. 








for eiectric dritis 1/4" and targer 





Ask your wholesaler for free metal display panel 


for GREENLEE hand and power bits. 


ORDER FROM YOUR WHOLESALER NOW 


GREENLEE TOOL aie , “ 33 
GRE. LEE 1883 Columbia Avenue ; 
Rockford, Illinois 


For Details Circle 21 on INQUIRY CARD 
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NEWS 


United Industrial Syndicate 
Buys Momsen Dunnegan Ryan 


A majority of the stockholders 
of Momsen Dunnegan Ryan Co., 
wholesale hardware distributors of 
El Paso, Texas, have accepted an 
offer to purchase the corporate 
stock of the company by Harry 
Lebensfeld and the United Indust- 
rial Syndicate Inc. of New York, 
N. Y. Effective date for the trans- 
fer of stock is scheduled for Oct- 
ober 31. 

The firm with headquarters in 
El Paso, operates branches in 
Phoenix, Ariz., and Albuquerque, 
N. M. 

Reuben F. Momsen, president 
and treasurer, will continue to 
serve the company in an advisory 
capacity for several years. 

Other officers of the company 
remaining include A. J. Murray, ex- 
ecutive vice-president, Henry Mc- 
Donnell, vice-president and mer- 
chandise manager, Gus Momsen, 
vice-president, and Leo H. Harris, 
secretary. 





Republic Names Westerners 

Three westerners have been 
named by Republic Molding Corp., 
Chicago to represent the firm in 
the West. 

In the Southwest the firm has 
created two new territories. W. F. 
“Red” Hendrickson, 4015 N. 57th 
Place, Phoenix will cover Arizona, 
New Mexico and El Paso, Texas. 
Lee Brandon, 1112 N. Brand Blvd., 
Glendale, Calif., will have charge 
of the Los Angeles area. 

In Oregon and Washington, Re- 
public will be represented by John 
Galick, 4405 S. E. Flavel St., Port- 
land. 


Hickman Tye Sales Changes 


Hickman Tye Hardware Co., Ltd. 
of Victoria, B. C., has announced 
two changes in their sales organi- 
zation. 

Jack Mitchell has been trans- 
ferred to the interior of British 
Columbia with headquarters in 
Kelowna, B. C. He formerly cov- 
ered the Okanogon Valley, Frazer 
and Vancouver areas. 

W. D. Block, an experienced mem- 
ber of the sales staff, will take over 
the Vancouver area. 
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NEWS 
Cosco Sales Changes in West 


Cortland Dudley B. 
Clark Clower 
Cortland Clark, formerly of Kel- 
leher and Clark, manufacturers 
representatives, Los Angeles, has 
been appointed sales representa- 
tive for Hamilton Cosco, Inc. He 
will cover the firm’s Los Angeles 
territory for the Household divi- 

sion of the firm. 

Dudley B. Clower, former Los 
Angeles sales representative, has 
been transferred to the company’s 
main offices in Columbus, O., in 
a sales management capacity. 


Joins Nate 
Buell & Co. 


Don Allen 


Don Allen, well-known World’s 
Champion Trick Caster, has been 
added to the sales staff of Nate 
Buell & Co. The manufacturers’ 
representative firm, located at 5111 
N. E. Simpson St., Portland, han- 
dles fishing tackle in the 13 West- 
ern states. 

Allen will work with Don McCul- 
lum in the Southern California 
and Arizona area. He was formerly 
with Sila Flex as assistant sales 
manager. 


Western Agent for Tucker 


B. B. (Bill) Weeks has been 
appointed sales representative for 
Tucker Duck & Rubber Co. on the 
Pacific Coast. He will cover Cali- 
fornia, Oregon, Washington and 
Nevada for the Fort Smith, Ark., 
firm. 

Weeks will headquarter at Haw- 
thorne, Calif., P. O. Box 93. He was 
formerly sales manager for Tuck- 
er, manufacturer of camp cots and 
other folding furniture. 
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COMPLETE HARDWARE SETS 
tO) any |B) (CR BIOTO) eS 


_.. for industrial, commercial 
and farm installations 


4 Hangers of desired 
type. 

Sufficient Lock Joint 
Track (approximately 
twice width of door 
opening). 

One Center Stop 
Bracket. 

Two End Track Brackets 
plus necessary Center 
and Lock Joint Track 
Brackets for spacing on 
2’0” centers. 

Two Bow Handles. 
Two Flush Pulls. 

Eight No. 435-72 Bump- 
er Shoes. 

Two Floor End Stops. 
One Center Floor 
Guide. 

Two Stay Rollers and 
sufficient No. 102-88 
Guide Roller Strip. 


for increased sales . . 


NOTE: Complete Hardware Sets 
are available for both Single 
and Double (illustrated) Slid- 


ing Doors. 
The growing use of sliding doors proviaes a continuous and excellent markét 


. assure yourself a share of this market by offering 


the customer R-W complete hardware sets. Includes everything necessary to 
install a sliding door. Sets are available in a type and size to meet customers 
ideal for barn doors, industrial doors, garage doors 
and doors on commercial buildings. Customer satisfaction is your greatest 


specific requirements . . . 


asset . 


line of “‘profit-plus’”’ hardware specialties. 


R-W 


R-W WEATHERPROOF BARN- 
DOOR TRACK AND HANGERS 
. the favorite of farmers 
everywhere. R-W Self-cleaning 
36 Track is weather and bird 
proof. R-W 423 Hangers fea- 
ture roller bearings and lateral 
and vertical adjustment for 
easy, dependable operation. 


Write today for com- 
plete information... 
request your free copy 
of Catalog No. A-400. 

2323 W. Third St 


Los Angeles 57, Calif. 
Phone Dunkirk 8-6173 


R-W “EaR-Way"™ TRACK AND 
HANGERS for effortless opera- 
tion. No brackets needed. Track 
has ears spaced on 12” centers 
that attach to the wall by lag 
screws. Bosses on track permit 
free passage of air to prevent 
rust. Hangers have ball bear- 
ings and vertical and lateral 
adjustments. 


. . protect this by offering them the best— sell the R-W QUALITY 


TRACK AND HANGERS 


R-W “LOCK-JOINT” TRACK 
AND HANGERS for doors 13/,” 
to 2,” thick. Track available 
in 4, 6,8, 10 and 12 ft. lengths. 
R-W No. 20-2 Hangers feature 
roller bearing stee! wheels and 
lateral and vertical adjustments. 


Richards-Wilcox 





MANUFACTURING COMPANY 
A HANGER FOR ANY DOOR THAT SLIDES 
310 W. THIRD ST. ¢ AURORA, ILL. ¢ Branches in all principal Cities 


850 Se. Van Ness Ave. 
San Francisco 10, Calif. 
Phone Mission 8-6700 


1160 Fairview No. 
Seattle 9, Washington 
Phone Main 2-3650 
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ASSORTMENT No. 30 


ORDER THIS RED HOT 
PROFIT MAKER TODAY 


Total of 21 bits, 3 each of the seven 
most wanted sizes. Each bit individ- 
ually carded and prepriced with 
FREE DISPLAY RACK 


FULLER DEALERS COST *5?° PER ASST. 


Vv MEET US AT THE SHOW—Booth 223 
( / 152-35 Tenth Avenue, Whitestone 57, N. Y. 
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Spectacular 


NEW DEAL! 


(No. 1918) 


34 PAIR ASSORT. 


KLEENCUT sit +29” 


RE REE OY RUREEE RS RAN 
GUARANTEED 


me 
(34 prs. @ 88c ea.) 


aa | Ai 
DEALER | 


PROFIT PER 


: . DEAL 
FULL 40% prorit 


What a deal! Our new +1918 “‘ALL AMERICAN” all-purpose 34 pair assortment contains the 
most popular, fastest moving scissors and shears you'll find anywhere — never before 
offered at so low a price. 34 pairs in all — 4 prs. 7” Bent Trimmers, 5 prs. 534” Sewing, 
3 prs. 8” Kitchen, 6 prs. 7%” Barber Shears, 3 prs. 7” Straight Trimmers, 2 prs. 6” Straight 
Trimmers, 4 prs. 342” Embroidery, 3 prs. 12” Paper Shears, 4 prs. 5” Sewing. One pair of 
each comes already mounted on colorful display designed to catch the eye, encourage 
“impulse’”’ buying. 





SEE YOUR JOBBER OR WRITE 


THE ACME SHEAR COMPANY 


BRIDGEPORT 1, CONNECTICUT 
THE WORLD'S LARGEST MANUFACTURER OF SCISSORS AND SHEARS 
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NEWS 





Named Sales 
Manager for 
Yakima 
Hardware 


Stephen B. 
White 


Fas 


Stephen B. White has been ap- 
pointed sales manager for Yakima 
Hardware Co., Yakima, Wash. 

White has been sales promotion 
manager for the wholesale firm 
during the past 10 years. He has 
been in the hardware field in the 
Pacific Northwest for some 36 
years. 


J. E. Haseltine Co. Sold 


J. E. Haseltine & Co., 110-year- 
old Portland wholesale firm, was 
purchased by Milton 1. Wershow 
Company recently. 

Edward Potter, president of the 
purchasing company, said plans 
are not complete but for the pres- 
ent Haseltine’s operations will con- 
tinue as in the past. 

The aim of the company, accord- 
ing to direct report to Hardware 
World, will be an orderly liquida- 
tion on some of the lines. 

The firm in recent years had 
been primarily industrial along 
with a sporting goods wholesale 
department. 

The firm was started in 1851 as 
a supply firm for manufacturers 
of wagons, harnesses and other 
similar equipment. J. E. Haseltine 
bought the company in 1883. Wil- 
liam J. Haseltine, a great grand- 
son of the original Haseltine, will 
stay with the Wershow firm to help 
with the transition. 


Pax Sales Plans Set 


Pax Co. representatives from 
Colorado and California joined 
eastern and mid-western sales rep- 
resentatives for a three-day meet- 
ing at the Salt Lake City home 
Office. 

Following the meeting, Robert 
Murray, general manager of Pax, 
announcéd that the company plans 
“an all out push” for its crab 
grass control product. The com- 
pany also plans to develop new 
products that can be marketed on 
a national basis during the entire 
year. 


HARDWARE WORLD 





Goodell makes a dollar 
do morethanadollar’s 


work! There’s no magicuus 


|} no twisted wordSuaaag 

just plain old New England 

3 “horse sense’m Goodell simply 
Kerrey x IGHAN uses Small Town economys the 


.. either surface. 


| teste in all fields and ea: latest in equipment plus the 
Peg yg - highest quality materials avail. 
pe poe “ables Hundreds of Hardware 


_. slot. Attractively 


| nied: Ak your mA buyers are profiting by these 
eat: . factsm You should toom 


No.  _Weight _ Pack 
B215 24 02. 6 


the 

stcel wool 
they order 
from 
border to 
border! — 





en rott 


rae" NEW 16 
i “and PAGK 


- 1% Here’s proof! Tool (as shown) with black, 
: i sven wea FOLD © : “$s. ! arg Old j shatterproof plastic handle guaranteed not 
| FLEX WD CSTEEL weet raps | to dissolve when cleaned with acetone or 


FLEX-FOLD: PADS verre 


SPLIT—YOU MAKE 2 PERFECT 8 PACKS! COMPARE GOODELL QUALITY .. . VALUE! 


1 POUND TUBES @ SPOOL WOOL Write for Free Sample on your letterhead to- 
FLOOR PADS @ HANDI-KITS 


SCOUR PADS © SOAP-FILLED PADS day and ask about our Discount Schedule. 
Not sold direct. Order through your Wholesaler. 

‘AMERICAN STEEL WOOL MFG. CO., INC. | GOODELL COMPANY 

42-24 Orchard Street, Long Island City 1, New York | ANTRIM, NEW HAMPSHIRE 
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There's just one reason why 
more stores sell Atlas Tacks, 
Nails and Brads than any 
other brand: 


BETTER 
PROFITS 


But there are four reasons 
why they make better profits 
with Atlas: 


Better packages 
Complete line 
Faster turnover 


BETTER 
DISPLAYS 





More than 25,000 of these famous 
Atlas Tack & Nail Bars in actual 
use have proven their ability to 
move merchandise at 2 to 3 times 
normal rate — through self-service, 
impulse buying. Holds more than 
200 of Atlas’ famous % Ib. window 
boxes. Takes less than 1% sq. ft. 
of counter space. 


Fast, Regular = 
Service / 

Monthly Carload (ATLAS) 
Shipments ys 


Dy 
(Spee 


Represented in the West for over 50 years by: 
HUGHSON & MERTON: Los Angeles 
San Francisco ¢ Seattle * Salt Lake City 
For Details Circle 23 on INQUIRY CARD 
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SCHEDULE OF CONVENTIONS AND SHOWS 


Sept. 17-18 J. B. SHERR FALL HOUSEWARES PREVIEW SHOW, 
“Fairgrounds,” 685-7th St., San Francisco, (J. B. Sherr 
Co., 685-7th St., San Francisco). 


Sept. 17-19 BANNER DISTRIBUTING CO., at the Denver warehouse, 
(J. F. Anderson, Banner Distributing Co., 4101 E. 48th 
Ave., Denver 2). 


Sept. 24-26 PHOENIX GIFT & JEWELRY SHOW, Hotel Westward 
Ho, Phoenix, Ariz. (Trade Shows Ltd., 3510 Council St., 
Los Angeles, Calif.) 


NATIONAL HARDWARE SHOW, McCormick Place, Chi- 
cago, Ill. (Frank Yeager, 331 Madison Ave., New York.) 


PACIFIC SOUTHWEST HARDWARE ASSOCIATION 
CONVENTION, Hotel Valley-Ho, Scottsdale, Ariz., (Otto 
H. Grigg, Pacific Southwest Hardware Assoc., 1519 S. Gar- 
field Ave., Los Angeles 22). 


1961 CONVENTION of ASAHC & NBHA, Fontainebleau 
Hotel, Miami Beach, Fla. (Sponsored jointly by Ameri- 
can Society of Architectural Hardware Consultants and 
National Builders’ Hardware Association. Francis X. Far- 
rey, 7225 N. W. 7th Ave., Miami Beach, Fla. NBHA; 
Henry Stephen Harvey, 235 S. County Road Bldg., Palm 
Beach, Fla, ASAHC.) 


NATIONAL WHOLESALE HARDWARE ASSOCIA- 
TION CONVENTION, Dennis & Shelburne Hotels, At- 
lantic City, N. J. (Thomas A. Fernley, 1900 Arch St., 
Philadelphia, Pa.) 


AMERICAN HARDWARE MANUFACTURERS ASSO- 
CIATION CONVENTION, Dennis & Shelburne Hotels, 
Atlantic City, N. J. (Arthur L. Flaubel, 342 Madison 
Ave., New York, N. Y.) 


11th ANNUAL PACIFIC NORTHWEST GARDEN SUP- 
PLY SHOW, New Memorial Coliseum, Portland, Ore. 
(Russ Hays, Oregon Feed and Seed Dealers Assoc., Lewis 
Bldg., Portland, Ore.) 


30-Nov. 4 74th MEETING OF THE NATIONAL PAINT, VARNISH 
AND LACQUER ASSOCIATION, The Shoreham and 
Sheraton-Park Hotels, Washington, D. C. (Joseph F. Bat- 
tley, National Paint, Varnish and Lacquer Assoc., 1500 
Rhode Island Ave. N. W., Washington 5, D. C.) 


MONTANA HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Rainbow Hotel, Great Falls, 
Mont. (N. Blevin, P. O. Box 1152, Helena, Mont.) 


8th ANNUAL NATIONAL RETAIL LUMBER DEALERS 
EXPOSITION, McCormick Place, Chicago, Ill. (Roy L. 
Hutchinson, National Retail Lumber Dealers Assoc., Suite 
302, ze Ring Bldg., 18th and M Streets N. W., Washing- 
ton, D. C.) 


14th ANNUAL CONVENTION AND TRADE SHOW, RE- 
TAIL PAINT AND WALLPAPER DISTRIBUTORS OF 
AMERICA, INC., Cobo Hall, Detroit, Mich. (William R. 
Sector, Retail Paint and Wallpaper Distributors of Amer- 
ica, Inc., 8131 Delmar Blvd., St. Louis, Mo.) 


1962 


Jan. 14 BUDROW AND CO. SPRING HARDWARE SHOW, 3161 
E. Washington, Los Angeles, (Budrow & Co., 3161 E. 
Washington, Los Angeles). 


Jan. 15-19 NATIONAL HOUSEWARES EXHIBIT. McCormick Place, 
Chicago, Ill., (Dolph Zapfel, National Housewares Manu- 
facturers Association, Merchandise Mart, Chicago). 


Jan. 21-26 52nd CALIFORNIA GIFT SHOW, Ambassador & Biltmore 
Hotels, Brack Shops, Merchandise Mart, Los Angeles, 
(Trade Shows Ltd., 3510 Council St., Los Angeles). 


For additional information about the conventions and shows listed above 


is others not listed in this issue, write to HARDWARE WORLD Service 
ureau. 
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SRO ena URIS oe et 


Rapidseal 
Cast Bronze Solder-joint 
Pressure Fittings 


Rapidseal 
Wrot Copper Solder-joint 
Pressure Fittings 


Rapidseal 
Cast Bronze Solder-joint 
Drainage Fittings 


complete lines 
of solder-joint 
fittings by 


. . . and that one is GRABLER — known 
for pipe fitting quality excellence for more 
than half a century. In Grabler’s Square 

line of Rapidseal solder-joint fittings you 
will find the fittings needed to eliminate 
special make-ups on the job — or in the 
shop. What is more, popular sizes in all 
three lines are cartoned for your conveni- 
ence. For your best real value buy, stand- 
ardize your solder-joint fitting requirement 
with Grabler Square |= Fittings. Order a 
supply from your best source —“your 


full-service wholesaler. 





z y, fo 
SQUARE’G” PIPE FITTINGS 


Grabler Warehouses Serving Your Best Source — Your 
Wholesaler: New York « Philadelphia « New Orleans « 
Boston « Atlanta e Pittsburgh « Cincinnati « Dallas « 
Chicago « St. Louis ¢ Detroit « Denver « San Francisco « 
Minneapolis e¢ Los Angeles 


Mark of Quality — Service — Dependability 





Rolis up profitable 
chain sales! 


The tough new Tayco Reel simpli- 
fies self-service sales—moves more 
chain faster! Made of heavy-gauge 
wire welded to sheet-steel hub 
plates, it won’t bind or buckle. 
Drop it, and it will not break apart. 
Bend it, and you can spring it right 
back into shape. And a built-in self- 
locking feature prevents slipping 
and annoying unwinding. Tayco 
Reels hold a variety of types and 
sizes of TM Chain—with the new 
Dura-Plate Finish—on the TM 
Chain Salesmaker. Contact your 
hardware wholesaler or write for 
Bulletin 100-SM today! 


Chain /s our specialty — not our sideline! 


aylor 
ade 


HAIN °: 
1873 


S.G. TAYLOR CHAIN CO., Inc. 


General Office: Hammond, Indiana 


Plants: Hammond, Ind., and Pittsburgh, Pa. 
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Peters and Bisby Retire 
From Baker & Hamilton 


Leslie H. Peters and John T. 
Bisby have retired from Baker & 
Hamilton, San Francisco whole- 
sale firm. 

Peters has been with Baker & 
Hamilton for over 49 years. He 
began his career with Pacific Hard- 
ware & Steel Co. This firm merged 
with Baker & Hamilton in 1917. 
Peters covered the Portland area. 
Later he handled purchasing for 
the company. He also was in 
charge of installation of the IBM 
inventory equipment. Peters was 
buyer in the steel department at 
the time of his retirement. 

Fred Hasselgren, who has been 
assistant to Peters, takes over the 
position of steel buyer. He has 
been with the firm five years. 

John T. Bisby retired after 34 
years as an industrial saleman. 
Bisby covered the San Francisco 
area. 

Taking over Bisby’s duties is 
Al Rosa. He was formerly assist- 
ant buyer in the tool department. 


Sylvania Appoints Westerner 
Vice President-Sales 


Roland H. Martin was named 
vice president-sales, Western re- 
gion, by Sylvania Home Electron- 
ics Corp. He has been district man- 
ager for San Francisco, the North- 
western states and Honolulu since 
February. 

Martin joined Sylvania in May, 
1958 as a district sales manager 
in the Northwest. 

Subsequently, Martin named two 
district sales managers. Gerald P. 
Goetten was named in the South- 
ern California area. His headquar- 
ters will be in Los Angeles. In the 
Northwest, Martin appointed Her- 
man §. Albert. He will headquarter 
in Seattle and cover Alaska, Wash- 
ington, Oregon and Montana. 


Kennedy Heads Waring Sales 


Edward L. Kennedy has been 
appointed general sales manager 
of Waring Products Corp., a sub- 
sidiary of Dynamics Corp. of 
America. Kennedy was, for the 10 
years previous, New York district 
sales manager. 
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These Western Dealers 


are Keeping Up to Date 


News About New Stores, Modernized 
Stores and Aggressive Merchandis- 
ing Programs 


CALIFORNIA 


Gift Department Expanded 
To Separate Store 


The gift department of Farry’s 
Hardware, Sunnyvale, Calif., was 
so successful that it is now a sepa- 
rate business known as Joseph’s 
Gift Shop. 

The new business occupies a 
1500-square-foot store at 295 S. 
Taaffe Avenue in the Sunnyvale 
Plaza. Both the hardware and gift 
shop are owned and operated by 
Joe Battaglia and Wallace Morrella. 
Battaglia estimates the value of 
the gift store stock at $50,000. 

Since the gift department now 
occupies a separate store, the own- 
ers are using the newly acquired 
space in the hardware store to ex- 
pand several departments. Addi- 
tions were made in paint, plumbing 
and sporting goods. 

Farry’s Hardware is located at 
212 S. Murphy, Sunnyvale. 


No Change In Brands 


No changes in paint or hard- 
ware brands are contemplated by 
new owners of the Sunnymead 
Hardware and Feed store. Sam 
and Georgetta Bradley have pur- 
chased the Sunnymead, Calif., store 
which is the only local feed outlet 
in the area. 


Greenfield Hardware Sold 


Frank Fedele and Dick Shaug 
have purchased Brown’s Hardware 
in Greenfield, Calif. The transac- 
tion included stock and building. 
The store will continue to operate 
under the present name. 
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IDAHO 


Willms’ Buy Building 


Mr. and Mrs. A. W. Willms, 
owners of the Gooding Hardware, 
have purchased a 25x100 ft build- 
ing at 414 Main St. in Gooding, 
Idaho. The owners plan to move 
their store to the new location as 
soon as remodeling has been com- 
pleted. 


OREGON 


Walls Go Up in Half Day 


The construction company build- 
ing Gill’s Hardware, St. Helens, 
Ore., used a short cut to speed 
construction. The concrete walls 
of the hardware store were pre- 
cast on the floors of the building. 
The erection of the tilt-up walls 
began in the morning and was com- 
pleted shortly after noon. 


Jones Buys Dayton Hardware 


Dayton Home Town Hardware 
will be the new name of the Dayton 
Hardware, Dayton, Ore. The name 
was changed by the new owners 
Mr. and Mrs. Bill Jones. 

The former owners were Harold 
and Clytie Frink who owned the 
hardware store for the past 18 
years. 


Pioneer Moves to Center 


Pioneer Hardware Co., Coos Bay, 
Ore., moves to a new store in the 
Coos Bay Plaza. Robert Adelsper- 
ger and John Forrester own the 
hardware company. It is managed 
by William Jones. 





| 
| 


rabbit 
service 


geared to TAYLOR'S 
turnover! 


Taylor's bright new, Dura-Plate finish 
on all zinc-plated chain and up-to-the- 
minute packaging help move more 
chain faster—create the need for “Jack 
rabbit” service. Dealers can depend 
on such service, because our up-to- 
date chain-making facilities, and a 
nationwide network of wholesalers 
are always at their disposal. Call your 
jobber or write for Bulletin 27 today! 


Chain is our specialty — not our sideline! 


|S. G. TAYLOR CHAIN CO., Inc. 


| 


| 
| 
| 


General Office: Hammond, Indiana 
Plants: Hammond, Ind., and Pittsburgh, Pa. 


aylor 
ade 


SINCE 
1873 
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UTAH 


Pehrson’s New Quarters 
Offer Added Space 


After 17 years at 2102 - 11th 
East, Salt Lake City’s Pehrson 
Hardware and Appliance Co. mov- 
ed to new quarters at nearby 2115- 
1ith East. The new location ex- 
pands the hardware’s floor space 
to 9000 square feet. Prior to the 
move, owner Paul L. Pehrson had 
the new premises remodeled at a 
cost of $80,000. 

A major step in the remodeling 
was the construction of a patio 
entrance at the rear of the store. 
This provides easy access to the 
500-car parking area. In addition 
to the hardware and appliance 
lines, Pehrson’s expansion adds 
space for a complete line of drugs, 
sporting goods, gifts and house- 
wares. 


MARSHALLTOWN TROWEL COMPANY «+ 


At the open house the public was 
invited to watch demonstrations 
of barbecue and home ice cream 
making equipment. 

Owner Paul L. Pehrson also op- 
erates Pehrson’s Home and Gar- 
den Center at 3155 Highland Drive. 
His current plans call for the open- 
ing of still another store, in the 
Horman’s Shopping Center, 4800 
South and Highland Drive, some 
time in December. 


WASHINGTON 


New Owner Attracts Customers 
With Advertised Sales 


After purchasing the Lakewood 
Hardware, 5028 Wilson Ave., S., 
Seattle, the new owners, Kathleen 
and Kenneth P. Brondt, planned 
two sales to attract customers. 
Newspaper advertising was used 


to publicize the special prices. 

Brondt announced that he plans 
extensive remodeling of the store. 
He also stated that they will pro- 
vide personalized service, free de- 
livery and complete customer satis- 
faction on purchases. 

Mrs. Brondt will be active in 
the store’s management. She will 
give her personal attention to 
housewares, giftwares, greeting 
cards and notions. 


Longview Store Wins Award 


A top award in the Syracuse 
China Co. sales contest was won by 
Schneider Bros. Hardware of Long- 
view, Wash. Mrs. Birdie Odell di- 
rects the housewares department 
which sold 1400 place settings of 
the unbreakable china. 

Recently Schneider’s won a sec- 
ond-place award for its window 
display of Pyrex cookware. 
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MARSHALLTOWN, 


IOWA 











all it costs to use 


Only “A PENNY A PATCH" ... is 


— A-KEY 


MAK-A-PIN 
12-in. lengths of 


ROUND steel bars 


It's new, it's verso- 
tile— hundreds of 
uses for repairs or 
replacement — by 
die makers, me- 
pong eg 
shops, farmers, do- 
AVAILABLE it-yourselfers. Mak- 


TEHR-GREEZE FABRIC CEMENT 


For the instant repair of overalls, gloves, canvases, MACHINE 
tents, awnings, tarpaulins, bags, leather goods and 
any ‘material it can penetrate. Inexpensive, perma- KEY STOCK 
nent. sg a of uses. : P Vv 
Sold ——' jobbers and dealers everywhere. 4 a OVER 
Bom Y, 2 o2., 6 oz. and 16 oz. plastic botties. = + 60 SIZES 
packed from 32 oz. 
in glass. 
$1.00 F 


SEND THis ‘AD. AND 

a A-Pin rounds are 
BOTTLE, PRICES AND LiTEhae vi copper-coated; can 
TURE. The keys that changed buyers’ be riveted, will cold 
Cc age ane habits—12-inch lengths of cold fin- bend; are easy to 
— in attractive 3- ished steel, zinc-coated. Made .000" weld, easy to cut. 
pes vd counter display to +.003"' oversize; rust-proof; just | Handy display pack 
carton. (12 to a pack- cut, file and fit. Reduce storage contains 10, 12-in. 
seni. and handling costs. Proven in hun- _ bars in 7 sizes: '/" 
VAL-A COMPANY dreds of applications throughout to '/2"". Size marked 

the world. Over 60 sizes stocked. on each bar. 


PACKAGED 


700 W.. Root St DEVAN-JOHNSON COMPANY 


Chicago 9, til. 
514 Rathbone Ave., Aurora, Ill. 


YArds 7-9442 
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1961 WESTERN WHOLESALERS’ DIRECTORY 


includes general line and major specialty 
wholesalers serving hardware retailers in the 
13 Western States. This 16-page annual 
directory gives valuable information about 
executives, buyers, territory served, types of 
merchandise handled, special sample display 
rooms, special salesmen and special ser- 
vices offered. Price $2.00. Send check to 


HARDWARE WORLD SERVICE BUREAU 
1355 Market Street, San Francisco 3, Calif. 























2 Sales 
instead of Il 


Team Day-Glo Signs with the 

new Hy-Ko Lawn Stakes, and 

© combination sale! 

t all-metal, weatherproof 

" x 10" Day-Glo Signs are 

finished in brilliant jet-fire 

red and midnight black; with 

the 20 most popular and fast- 

est-selling wordings — Retail 

each 50¢. The pomtes tip aluminum Lawn Stakes 

are slotted to hold any of these signs, ond give 

your customer a quick professional sign erection 

job without hammer or nails. No rust, tarnish 

or discoloration. Stakes, retail each 39%¢. Sell 
the ‘'team'' for 89¢. 


Order from your jobber 


HY-KO PRODUCTS CO., Cleveland 3, Ohio 
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Westerner Attends 
Yale & Towne Annual Course 


Gary Tucker, James Co., La- 
Habra, Calif., was the only West- 
erner in a group of 16 carefully 
selected hardware specialists who 
completed the annual two-week 
builders hardware training course 
at White Plains, New York. This 
was sponsored by the Yale & 
Towne Manufacturing Co. 

Yale’s general sales manager, 
James D. Young, was director of 
the school. John R. Schoemer, 
AHC, past managing director of 
the National Builders Hardware 
Association and special consultant 
to Yale’s contract hardware de- 
partment assisted in conducting 
this school along with William C. 
Hettling, assistant general sales 
manager and Thomas A. Morris, 
AHC, manager of contract hard- 
ware sales, both of the Yale lock 
and hardware division. 


Woodhill Sponsors Promotion 


Complete contest kits for hard- 
ware dealers are available from 
Woodhill Chemical Corp., Cleve- 
land, O., to tie-in with their “Just 
Tell Us How You Like It” consum- 
er promotion. The kits contain 
counter display cards, entry 
blanks, window banners and ad- 
vertising mats. Western dealers 
can obtain their kits and informa- 
tion from distributors. 
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Corning Moves Westerner East 


Clair W. Van Etten, who has 
been district sales manager for the 
Technical Products division of 
Corning Glass Works with head- 
quarters in Los Angeles for the 
last 10 years, has been named field 
sales manager. He will be work- 
ing with distributors sales in the 
West as well as the balance of the 
nation with headquarters at Corn- 
ing, New York. He started with 
the Consumer Products division in 
1946. 


Merrell Heads Atkins Sales 


Robert V. Merrell was appointed 
vice president-sales of the Atkins 
Saw Div. of Borg-Warner Corp. 
recently. He will be responsible for 
all sales, advertising, market re- 
search and customer relations. He 
has been with the firm for 12 years. 
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FAR WESTERN TOY CLUB ELECTS OFFICERS 


A) L» | 


WESTERN SPIRIT went to the heads of the newly elected officers of the Far Western Toy 
Club in San Francisco. Discussing plans for the coming year are (from lett): president—Joe 
Hammond, Hammond, Faulknor & Coon, 1st vice president—Art Baar, Art Baar & Associates; 
2nd vice president—Mort Kahn, E. A. Kahn Co.; secretary—Art Grobe, Erlach-Lee Associates, 
Inc.; and treasurer —Fred Donnell, manufacturers’ representative. All of the officers are manu- 
facturers’ representatives located in the Western Merchandise Mart, San Francisco. 


LA Plant in DAP Expansion 


New plant facilities in Los An- 
geles were announced by Wendell 
Siler, executive vice president and 
general manager of DAP inc., Day- 
ton. Opening of the plant at 6281 
Chalet Drive is part of the com- 


pany’s expansion program for na- 
tional distribution and sales. 

With the addition of the Los 
Angeles plant, the number of DAP 
plants in the United States is in- 
creased to 10. Western plants are 
located at Richmond and San Ber- 
nardino, Calif. 


- wee 
Ree eel 


Now, your profit line of quality garden tools can be Ames 
all the way! And, remember, with Ames, orders are 
shipped from one plant, all at one time. 


Garden Tools « Shovels + Casual Furniture * Metal Housewares 


AT 97 


oO. AMES CO. PARKERSBURG, WEST VIRGINIA 
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IN MEMORIAM 





OLOF H. POLSON 


Olof H. Polson, died on July 15 
of a heart attack in Seattle. 

Polson was president of the 
Polson Realty Co. and former pres- 
ident of the Polson Implement Co. 
He was president and general man- 
ager of the implement company 
from 1923 to 1956 when he retired. 

He is survived by his widow, 
Fleta. 


WILLIAM D. KIRKPATRICK 

William D. Kirkpatrick, 74, died 
on July 19, after a short illness, at 
the General Hospital in East 
Stroudsburg, Pa. 

Kirkpatrick was associated with 
American Chain & Cable Co., Inc. 
for 42 years. From 1936 until his 
retirement in 1956, he was a vice 
president of the company. 


MEYER A. SILVERMAN 
Myer A. “Mickey” Silverman, 
, died in Pittsburgh, Pa. on July 


“TOPS” IN DISPLAYED 


CARDED MERCHANDISE 


The value of your purchasing dollar increases when you 


buy products that are outst 


Silverman was vice president in 
charge of sales for Wall Manufac- 
turing Co., Grove City, Pa. He had 
been with the firm for over 12 
years. 


ROBERT J. SUTTON 

Robert J. Sutton, 47, was fatally 
injured June 28, in an automobile 
accident in Greenville, Miss. 

Sutton was secretary-treasurer 
of the Atkins Saw Div. of Borg- 
Warner Corp. He had been with 
Atkins since 1947 and had moved 
to Greenville earlier this year at 
the new headquarters for the firm. 


PAUL DUNLAP 

Paul Dunlap, 52, died July 6, in 
Stockton, Calif. Dunlap and his 
)rother, William, were co-owners 
of the Dunlap Hardware and Ap- 
pliance, Stockton. 

He is survived by his wife, Marie, 
four daughters and a son. 


MEMORIAL PLAQUE PRESENTED 


HOWARD MIRMAN MEMORIAL PLAQUE is 
to be presented to the membership of the 
Southern California Housewares Club in Los 
Angeles on Sept. 26. The names of members 
of the club who have died are attached as 
@ permanent remembrance. The memorial was 
made possible by voluntary contributions. The 
housewares organization meets monthly at 
Roger Young Auditorium in Los Angeles. 








FLETCHER. 


dingly displayed. FLETCHER 
has gone all the way in producing display cards that 
actually attract attention and scll merchandise. 


These cards are excellently printed in 4 colors and are 
unique in modernistic design. This combination elevates 
them above the average which adds considerably to the 
sales value of this merchandise. For this plusvalue, buy 


@ GLASS CUTTERS 
@ PUTTY KNIVES 
@ WALL SCRAPERS 


Easier to handle 
too, Package iden- 
tical front and 
back. 


YOU PAY LESS * YOU MAKE MORE « EASIER TO SELL « 


SPEE-D-V, width and outside length embossed on 
the belt. You just buy and sell them—the easiest 
way—BY THE SIZE—the SPEE-D-V way. No code 


numbers to memorize. 


SPEE-D-V 


FRACTIONAL H-P 
Vv BELTS 


DOMINION BELTING CO., 


SPEE-D-V V-BELTS 


Permanently identified—easier to 
replace worn out V belts. 


Only a permanently identified 
V belt can be fully guaranteed. 


Y,” width, from 12” 


Increments |” 
Also Multiple SPEE-D-V's 
A, B, C. 


P. ©. Box 694 
Greenville, S. C. 





@ WOOD 
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SCRAPERS 





Hobbies and Hardware... go together 
like bread and butter! 


Add hobbies to hardware and you build traffic, 
build sales, build profits. Entrance into the 
hobby field is easy for hardware retailers in 
California, Oregon and Washington. You have 
access to the West’s most extensive line of pre- 
sold, brand-name model and hobby Rei hah. ok 
plus merchandising aids, and counsel based on 
23 years’ specialized experience. Write for in- 
formation, or ask to have a representative call 


on you. 
e Distributor of Hobby Supplies 


2. N. Wholesale only 


598 POTRERO AVENUE, SAN FRANCISCO 10, CALIFORNIA 


EG. UV. &. Pat. OFF, 


SEND FOR CATALOG NO. 600 


THE FLETCHER-TERRY COMPANY 


BRISTOL, CONNECTICUT 
CANADA: 217 King St. E., Toronto © EXPORT: 111 Wall St., N. Y., N. Y. 
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NEWS 


Small Business Administration 
Licenses Western Firms 


The Small Business Administra- 
tion announced the licensing of the 
following investment companies in 
the West. SBA regulates and li- 
censes privately-owned investment 
companies to supply equity financ- 
ing and long-term loans to small 
firms. 

Lytton Small Business Invest- 
ment Co., Inc. 8150 Sunset Blvd., 
has been licensed in Los Angeles. 

Space Age Small Business In- 
vestment Co., 813-A St., San Rafa- 
el, Calif., received its license. 

Delta Capital Corp., 200 Bush 
St., San Francisco is now licensed. 

Aerospace Investment Corp., 
3440 Wilshire Blvd., Los Angeles 
has been licensed by SBA. 

Palomar Capital Corp., 500 Uni- 
versity Ave., received its license 
to operate in San Diego. 


SBA Appoints Southwest Man 
Dick A. Valdez has been ap- 
pointed manager of the Small 
Business Administration’s field of- 
fice at Albuquerque, N. M. The 
office is located in the U. S. Court 
House at 5th and Gold Sts., S. W. 
Valdez will be in charge of SBA 
activities throughout New Mexico. 





Watch for Confederate Money 


Western hardware dealers will 
be hearing how to turn Confeder- 
ate money into real money this 
month. Independent Lock Co., 
Fitchburg, Mass., is using the 
money as part of their Civil War 
‘entennial Sell-A-Bration. 

The promotion is being offered 
as a traffic builder and sales clinch- 
er to dealers. The event is to last 
through the National Hardware 
Show which opens in Chicago Oct. 
) 


Two Accounts to Lauer 


Henry A. Lauer Co., Inc., Los 
Angeles, has been appointed to 
represent two firms in the South- 
ern California and Arizona area. 
Appointment of the firm was an- 
nounced by the Hardware and In- 
dustrial Tool Co. and the Quickie 
Manufacturing Co. Lauer will con- 
tact housewares and hardware job- 
bers for each of the firms. 
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CAMPBELL 


MAKES CHAIN 
IN THE WEST...FOR THE WEST 


Everyone west of the Rockies gets greater convenience and better 
service from Campbell's completely integrated, modern chain plant 
at Union City, California. Ready to back up Campbell's warehouses 
on the West Coast, this major chain plant makes it possible for yo 
to get prompt shipment of any chain in Campbell's complete line. 
The Union City plant is the newest link in Campbell's nationwide 
network of manufacturing and warehouse facilities to assure yo 


the best in delivery and service. 


CAMPBELL CHAIN COMPANY 


3 FACTORIES: York, Po.; West Burlington, lowa 


WAREHOUSES: Medford, Mass.; Atlanta. Ga sIlas, Tex 


Chicaa > atela 
WV Aicag ' ] 1, Te 


} 
THE ONLY CHAIN COMPANY WITH FACTORIES AND WAREHOUSES COAST-TO-COAST 





NEWS 





Berenson's Names Vaught 


Berenson Hardware Co., Port- 
land, Ore., has appointed Owen 
Vaught a_ sales representative. 
Vaught will cover the southern 
Oregon territory. A resident of 
Grants Pass, Ore., Vaught has 
traveled this territory for some 
years. 


Payne Co. Adds Towne 

The Payne Co. of La Puente, 
Calif., has appointed Charles E. 
Towne as a sales representative. 
Towne’s territory will cover the 
Sacramento and San _ Joaquin 
Valleys. 


Westerner Joins Parker-Kalon 


The appointment of Robert E. 
Sheehan as a field sales engineer 
was announced by the Parker- 
Kalon Div. of General American 
Transportation Corp., Clifton, N. J. 
Sheehan will serve as a fastener 
consultant in the Los Angeles and 
Southern California area. 


Jacobson Heads Skotch Sales 


Hamilton-Skov.ch Corp., New 
York, has appointed Lawrence 
Jacobson its new sales manager. 
He will report to David S. Lapine, 
vice president, sales. Jacobson was 
formerly sales manager of Com- 
fort Lines, Chicago. 


the odds a d now... 


» CHANNELLOCKS 





No. 430 
Big Champ 








E 


POST 
CHAMPION DeARMENT TOOL 
Meadville, Penns 


For Details Circle 37 on INQUIRY CARD 


Your CHANNELLOCK sales 
opportunities are better 
than ever .. . 5 times bet- 
ter. Here’s why. Now you 
can offer your customers 
their choice of 5 distinct 
sizes of CHANNELLOCK 
Pliers. The wider their 
choice, the surer your sale! 
Best of all, each member 
of the CHANNELLOCK five- 
some is an_ established 
fast-seller . . . hundreds of 
thousands of them are sold 
every year. Show ‘em all 
five .. . and you'll sell all 











No. 440 
Grip- Master 





Western States Show 
Scheduled for February 


The Western States Hardware, 
Housewares, Paint & Garden Sup- 
ply Show will be held in San Fran- 
cisco February 11-13, 1962. The 
announcement was made by Krue- 
ger Jacobson, secretary manager 
of the California Retail Hardware 
Association, sponsors of the show. 

It will be held concurrently with 
the association’s annual conven- 
tion. The show will be held in 
Brooks Hall Civic Center. 

The convention headquarters will 
be at Del Webb’s TowneHouse at 
Market & 8th Sts. 


New Western Sakrete Plant 


Sakrete Inc. of Cincinnati has 
moved into a new plant in Milpitas, 
Calif. The Milpitas operation will 
double the company production 
capacity in the Central California 
area. The new site is one of 26 
Sakrete plants throughout the 
United States producing ready-to- 
use concrete and mortar mixes in 
sacks. 


Lippincott Moves In L. A. 


Lippincott Co. manufacturers 
representatives, has moved its of- 
fice in Los Angeles to 2525 Beverly 
Blvd. The new phone number is 
Dunkirk 8-0421. 


Wagner Names Hawaiian Agent 


Charles H. Grauss, 866 Aalapapa 
Drive, Kailua, Oahu, Hawaii, has 
been selected to represent E. R. 
Wagner Manufacturing Co. of Mil- 
waukee, Wis. Grauss will cover 
the state of Hawaii. 

















“I can show you how fo fix it so it'll 
cheat a little," 
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INDEX TO ADVERTISERS 





(This index is published as a convenience and not as a part of the advertising contract. Every 
care is taken to index correctly and no allowance will be made for errors or failure to insert) 





Note: Figures in parentheses ( ) refer 


to Inquiry Card Number which can be 
circled on inquiry card on page 32 


when desiring further information 


about advertisement. 


A 
The Acme Shear Company 
American Push Broom Co 
American Steel Wool Mfg Co Inc 
O Ames Company 
Atlas Tack Corp 


Burns Manufacturing Co Inc .... 


Cc 
Campbell Chain Co 


Champion DeArment Tool Co.... 
The Colorado Fuel & Iron Corp.. 


D 
DeVan-Johnson Company 
Dominion Belting & Machinery Co 


F 
The Fletcher-Terry Co. ........ 
Fuller Tool Co Ine 


G 
The Grabler Mfg Co (24) 
John H Graham & Co Inc 
(King Cotton Cordage Div) (1) 
Front Cover 
Greenlee Tool Co 
Goodell Company 


H 


Holt Manufacturing Co 


Hyde Manufacturing Co (2) 
Second Cover 


Hy-Ko Products Co 
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I 
Irwin Auger Bit Co 


K 
Knape & Vogt Manufacturing Co 


DN Mallory 

Marshalltown Trowel Co .. 
Robert E Miller & Co Inc 
O F Mossberg & Sons Inc 


N 


National Manufacturing Co 


0 
Ox Fibre Brush Co Inc ........ 12-13 


R 
Red Devil Tools (40) ...Third Cover 


Richards-Wilcox Manufacturing 


Southern Screw Company 


T 
S G Taylor Chain Co Ine 
Tubbs Cordage Company 
The Turner & Seymour Mfg Co.. 


U 
United States Plywood Corp ... 


United States Steel Products Div 
United States Steel Corp ...18, 19 


Val-A Company 
Vaughan & Bushnell Mfg Co ... 


WwW 


The Woodhill Chemical Corp 
Back Cover 











JOIN 
THE 50 YEARS PARADE 





aleng the <Feewsy.. 
ts Profits ! 


STOCK UP ON FREEWAY.BROOMS 


FREEWAY all purpose brooms 
are sweeping more and more 
patios, barbecue areas and side- 
walks in the West... 


With its DURATEX plastic fibres 
that pick up dirt by magnetic ac- 
tion, the FREEWAY is rapidly 
becoming the West’s leading broom 
... iS impervious to commonly used 
petroleum and caustic products... 
will outlast conventional brooms 
three to one... 


EXCELLENT FOR INDUSTRIAL 
AND FARM USE ALSO 


‘wet y . 


one, oF ESE 


® 


| push ogy 
, | POM sa0 
“preew™ 


Give your customers a TREAT—stock 
up on FREEWAY all purpose brooms 


AMERICAN 
[21 =\rusn BROOM CO. 


114 Fern Street 
San Francisco + ORdway 3-889) 
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WESTERN WHOLESALERS’ 
DIRECTORY SUPPLEMENT 





Please make the following correc- 
tions, changes and additions in 
your June 1961 Western Whole- 
salers’ Directory. 








NEW MEXICO 





ALBUQUERQUE 


CHARLES ILFELD COMPANY 

210 First St. N. W. 

ESTABLISHED: 1865. 

PRES: Robert J. Nordhaus. 

V.P. & GEN. MGR: Frank M. Turner. 
V.P: Jui:us H. Rosenthal. 

SALES MGR: Bruno P. Morlli. 
MERCH MGR: J. C. Wright. 
BUYERS: M. J. McMillan (House- 
wares, Tools & Heavy Hardware), 
L. Schellstede (Sporting Goods). 
TERRITORY: New Mexico, So. Colo- 
rado, N. E. Arizona. 
SALESMEN: 13. 
SPECIAL SERVICES: 
gram, 
gram for Dealers. 


J. KORBER & COMPANY 

216 Second Street N. W. 
ESTABLISHED: 1881. 

PRES: Albert P. Korber. 

GEN. MGR. & SALES MGR: Jack A. 
Korber. 

BUYERS: C. M. DeWitt a: 
W. C. DeBaca (Housewares), E 

White (Tools), R. I. Gray (Heavy 
Hardware). 

TERRITORY: New Mexico. 


MOMSEN, DUNNEGAN, RYAN CO. 
1501 12th N. W. 

(See El Paso, Texas) 

BRANCH MGR: Jack Tobin. 





“PRO” Pro- 


THE NEW MEXICO COMPANY 
— HARDWARE DIVI- 
1224 Bellamah N. W. 

PRES: John Maynard. 

GEN. MGR: Curtis G. Maynard. 
SALES MGR: J. H. Walker. 
TERRITORY: New Mexico, South 
Colorado, N. Arizona. 


Complete Merchandising Pro- 


DEPARTMENTS: Hardware, House- 
wares, Sporting agi Appliances, 
Toys, Garden Supp 

SAMPLE DISPLAY. “ROOMS: Gen- 
eral Line and Toys. 


et FE BUILDERS SUPPLY 
co. 

1803 Sixth Street, N.W. (P.O. Box 
1357) 

Branch Sales Office and Warehouse 
(Headquarters, Santa Fe). 
VICE-PRES: Fred W. McElheney. 
SALES MGR., HDWE. & BUILDING 
MATERIALS: Fred McElheney. 
Salesmen: 9 general line. 

SALES MANAGER, PLUMBING & 
HEATING: A. J. Vandenberg. 
TERRITORY: Northern % of New 
Mexico. 

DEPARTMENTS: Builders’ Hard- 
ware, Hand and Power Tools, Wire 
Products, Sheets, Re and Merchants 
Bars, Paint and Glass, Roofings, In- 
sulation, Wall Boards, Plumbing and 
Heating Products, Electrical. 
SAMPLE DISPLAY ROOMS: Plumb- 
ing and Heating Products, Builders’ 
Hardware. 

SPECIALTY MAN: Contract build- 
ers’ hardware consultant. 

SPECIAL SERVICES: Take-offs and 
sales assistance, builders’ hardware; 
Layout service bathroom fixtures. 


ZORK HARDWARE COMPANY OF 
NEW MEXICO 
1414 Twelfth S. N. W. (P. O. Box 
1235). 

ESTABLISHED: 1946. 

PRES. & GEN. MGR: Rudolf Dreyer. 
BUYERS: C. M. Goodman (House- 
wares, Wheelgoods & Toys), Leo C. 
Upson (Sporting Goods, Ranges and 
Heaters), C. R. Engel (General Hard- 
ware), R. Dreyer (Floor Covering, 
Appliances, Furniture). 
TERRITORY: No. New Mexico, 
Northeast Arizona, Southwest Colo- 
rado. 

SPECIALTY MEN: 
man. 

SPECIAL SERVICES: Store plan- 
ning and fixtures; Seasonal broad- 
sides. 


1 Carpet Sales- 





TIRED OF WRITING LETTERS? 
CAN YOU DRAW A CIRCLE? 


Then it is easy...tear out the in- 
quiry card in this issue and circle the 
numbers regarding items in which 
you are interested. Drop it in the 
mail box. 


Atmosphere Sells 
(Continued from page 21) 


ding is also noted on the master 
card. 

In this way, people shopping for 
presents for a particular bride 
have all the information they need 
available to them on these three 
cards. It is of considerable assist- 
ance to the sales woman and the 
customer. 

When the wedding has taken 
place, the two cards excepting the 
price list, are filed alphabetically. 
This provides valuable information 
to the store for future reference. 


Specialty Food and Jewelry Added 


Another new department since 
enlargement, has been gourmet 
foods. This contains a number of 
cans and glass packaged items, 
spices, and some related foods. 

Two costume jewelry sales coun- 
ters have also been added, at the 
front of the department. 

Gift wrapping is done through- 
out the year at the check-out 
counter placed at the front of the 
store between the giftware-house- 
ware departments. 

During Christmas shopping sea- 
son, however, gift wrapping is done 
in the basement. This gives needed 
room for this expanded service at 
that time. Customers who have 
bought gifts are given a slip au- 
thorizing a free gift wrap and are 
directed to the stairs to the base- 
ment. There, coffee is available for 
them to enjoy while their gifts are 
being wrapped. In addition, they 
are exposed to the store’s wide 
assortment of toys and baby goods 
which are displayed in the base- 
ment. 





Furniture Rest — Pintle Type 





Bakelite Furniture Rest 








cle 


| Vonopoint Glide | 





Bakelite Caster Cup 
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DOMES OF SILENCE 
RUBBER CUSHION GLIDES 


RUBBER CUSHION GLIDES 


Wonderful for all wood \ ¢ 
and metal furniture. 
Glide softly, silently, 
smoothly. Set of 4 on 
a -color card. 6 Sizes, 


» %”, 1”, 11/16", 1%”, 1%", 


PROMPT SHIPMENT 


Ask your jobber, if he is not supplied, write 


ROBERT E. MILLER & CO., INC.., 
35 Pearl St., New York 4, N. Y. 
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Set of 4ina 
3-color Box, Rubber Expander 


12 Boxes in Tubular Glide 


Upholstery Nail 





Carton. 
1¥,", 1a". 
Yer %", 





va", 


Adjustable Rubber 


| Adjustable Tubular 
Cushion Glide 


Thumb Tack Spring Type 
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HONED AXLE RACE — 
less friction, 
less drag on the cut. 


PERFECT EDGE, 
UNIFORM CHAMFER — 
cleaner cuts every time. 


NYLON AXLE — 
lubricant impregnated. 


GROUND SURFACE — 
far smoother, 

free rolling action. 
Longer life. 


MICRO-MACHINED SLOT — 
prevents wheel wobble. 


EXTRA FINISHING 
OPERATION — 
smoother handle. 


Regardless of model number, 
every Red Devil Glass Cutter 
made this new way is identified 
by white band below blue tip. 


new WRed. Dew ciass cuTTER 


obsoletes all previous standards of glass cutter precision...and uniformity 


ALLL TL ELEMIS 


First to employ new missile-age tooling techniques, Red Devil 


the secret is 
PERPETUAL FORM CONTROL 


The machines that grind the 
cutting wheels of the new Red 
Devil Glass Cutters adjust au- 
tomatically for wear. This 
means the cutting angle is iden- 
tical on every Red Devil cut- 
ting wheel—a feature never pos- 
sible before in glass cutters sold 
at standard prices. 


has just placed in operation a completely new glass cutter pro- 
duction facility that obsoletes every hitherto known standard of 
precision in glass cutter wheel manufacture. It employs a radi- 
cally new grinding method proved in close-tolerance grinding of 
critical missile components. Red Devil is first to use it in making 
glass cutter wheels. Words can’t tell the difference this technique 
makes ... but users can. Right from the very first cut! 


No increase in price 


By tooling for high-volume production, Red Devil can put this 
vastly improved glass cutter on the market, through established 
suppliers, at no increase in price. 


Better packaging, too! Comes in clear plastic pouch—for carrying in pocket, 
hanging near the work. Protects wheel and axle, helps preserve lubrication. 


Call your jobber now to order your initial stock of these vastly improved cutters. 


> 
Red Devil Tools. Union, N. J., U.S.A. See us at Booths 397-398 


World’s largest manufacturer of painters’ and glaziers’ tools — since 1872 National Hardware Show 





Just tell us how you like itf” 


ONTEST 


%& RCA 21” COLOR TV SET 
% WESTINGHOUSE STEREO HI Fi SET 
* KODAK HOME MOVIE SET 


We're always thinking of ways to increase 
sales and profits for you on our DURO- 
PLASTIC products. Woodhill Chemical 
is giving away 1,001 wonderful prizes to 
1,001 lucky people whose letters are se- 
Jected as the best in our “JUST TELL 
US HOW YOU LIKE DURO-PLASTIC 
PRODUCTS?” contest. The contest will 
be advertised in LIFE, POPULAR 
MECHANICS, POPULAR SCIENCE, 
GOOD HOUSEKEEPING and FAM- 
ILY HANDYMAN magazines. We’ve 
made up a special contest kit for you, 
Mr. Dealer, and we hope you'll write for 
it now ... or request one from your jobber. 
We'll even send you a FREE tube of any 
one of our items along with your request. 
There are duplicate prizes for dealers 
named by the first 25 winners! 


GET THE COMPLETE PROMOTION STORY FROM YOUR 
FAVORITE JOBBER! YOU'LL INCREASE SALES... YOU 
MIGHT EVEN WIN ONE OF THE DUPLICATE PRIZES! 


Mrs. N. J. Freeman, 
Vic Gelb’s ever-loving, 
gray-haired mother-in-law. 























The WOODHILEL Chemical Corporation 





CLIP AND MAIL THIS COUPQA ODAY 


> 


C 


lease send me the FREE LP Uae 


ontest Promotion Kit that contains... 
Counter Card with pocket * Entry Blanks 


* Window Streamer * 1 and 2 Col. Newspaper Mats 


“a 


LSO, send me a FREE tube of 





n name of DURO-PLASTIC item you want 





STORE NAME 





St 


Ci 


ore Address 





ty 





Si 


gned 
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